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Estomers are quick to note the costume-ac- 
sting correctness of Tandrite Calf's colors 


lend foot-flattering simplicity of Tandrite 


q smooth, satiny finish ! 


with complete assurance their 
superior beauty will go a long way 
toward making the casual shopper 
an enthusiastic purchaser ! 
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SECHNOLOGY DEPT: 


OY, oh boy! I've seen a lot of hustle and 

bustle in my day. But, brother, I'm here 

to tell you that never have I seen anything 

“go” like Vitality’s new lines for spring and 
summer. 

You see, I’m the guy who's taking orders 
around here—the fellow who handles the 
orders from Vitality dealers. And J know 
what's going on! 


Yi, 


The way folks are talking about Vitality’s 
line for ‘42 is something to write home about. 
And when Vitality’s new 1942 national ad- 
vertising and merchandising campaign starts 
to roll I'm really going to have my hands full. 

Believe me, if the orders I'm handling are 
any indication of what's in store, the spring 
of 1942 is going to be a whale of a big season 
for Vitality dealers! 


SHOES 


Made by America’s Largest Shoemakers 


VITALITY OPEN ROAD SHOES 
for Outdoor and 
Campus Wear 
$5.50 and $6.00 


CHILDREN’S 
Complete widths and 
sizes, priced according 

to size, $2.50 to $8 


VITAPOISE 
Feature Shoes for Chil- 
dren, priced according 

to size, $3.50 to $6 


VITALITY SHOE COMPANY © Division of International Shoe Company « ST. LOUIS, MO. 
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PLAY SHOES 


por Men and Women by 


506% 





HERE is the industry's outstanding producer of leisure and play 
shoes, for men and women,—again ready to prove for the coming 
season, as in the past, that Cambridge presents the “BEST SELLER” 
in the play shoe line. 

Build up that leisure shoe business for extra profits and pairage with 
the proven excellence and quality of a line that each season leads 
its respective field—and that line alone is * 


bridge 


RUBBER CO. 


FACTORIES 
CAMBRIDGE, MASS. TANEYTOWN, MD. ST. REMI, QUEBEC 


SALES MGR. OFFICE: BRANCH OFFICES Chicago Los Angeles 
Room 213 Keyser Bidg., Baltimore, Md. with Warehouses: 317 W. Monroe St. 542 S. Broadway 


_.. NEW. YORK SALES OFFICE: ROOMS 830-843 MARBRIDGE BLDG., 47 W. 34TH ST. 
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YC SOLE STITCHING 
MACHINE—MODEL €C 


Among the smart Spring styles for 
women, new prominence is given to 
shoes with lightweight, wheeled 
extension edges. 

The W/E Sole Stitching Machine 
— Model C affords a most economi- 
cal and satisfactory means of sole- 

attaching for this fashionable 
sole treatment. 


+ Me YEE Pe oN cree) OD, amy 


Boot and Shoe Recorde: 





<a 


}iMOS and Values , > 
in Quality Shoe Materials + % 


(LERED VAMOS 


406-416 MARBRIDCE BUILDING - NEW YORK CITY 


INVENTOR OF STRETCHABLE SHOES AND SPECIALIST IN ALL SHOE FABRICS MADE WITH “LASTEX” YARN 








with VIBRANT STEP features added 


Styled for the young in heart 


A complete and comprehensive line of 
fine walking shoes in-stock. The best 
solution to your new merchandising 
problem. 


LIBERAL MARKUP 
PROFITABLE TURNOVER 
* 

BOSTON SHOE SHOW, DEC. P-4 
HOTEL STATLER 
ROOMS 665-667 


* 
CHICAGO SHOE SHOW, JAN. 5-8 


HOTEL STEVENS 
ROOMS 1133A-1134A 


6. .g 


SHOES 


IN STOCK 
TO RETAIL AT 


ALL STYLES IN STOCK UNBRANDED 
AND MAY BE BRANDED “MODERN PRISCILLA” 
VICTORY OR YOUR OWN BRAND 


FACTORY AND IN STOCK DEPT. 


THE GARDINER SHOE CO. 
GARDINER, MAINE 
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when elasticized with 


Darleen 


REG. U. S. PAT. OFF. 





From casual linens to tricky eyelet-embroidered gabardines, 





from sleek failles to elaborately pin-tucked pleatings—stretch- 





able shoe styles will make your Spring stocks more varied, 





more interesting, more saleable than ever. Rockmore’s creation 






of such a variety of stretchable materials offers brilliant 


evidence of the uniformity of “Darleen” elastic. Its zest has 





made possible the satisfactory selling of even the dressiest 







novelty shoes, just as it has inspired a profusion of new ideas 


in smoother-fitting classics destined for basic reorder stocks. 






CHAS. I. ROCKMORE, INC. + 176 Johnson St., Brooklyn, N. Y. 





William Taggart & Co. ...... $?. Louis, Mo. 
David |. Catish Lynn, Mass. 
F. George Mohr Cincinnati, Ohio 
Herbert A. Cohen San Francisco, Calif. 
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"Well...what I5 
for a gal in uniform?" 


JUST CAST YOUR EYES over that news-photo from the 
New York Sun, Mister Shoe-buyer! 

Look at the shoes on those Women-in-Defense. Anything 
low-heeled, even the wrong thing! There’s the tip-off on 
today’s new need in shoes—a hole in store-stocks broad 
enough to drive an 80-ton tank through! 

What a market! 1,000,000 gals in uniforms, training for 
defense. 13,000,000 more now at work in today’s Battle 
of Production, And every mother’s daughter of them 
must have shoes she can work and walk in. 

It’s welts, welts, WELTS they want. Sturdy, serviceable, 
low-heel welts. Super-flexible, polished-calf welts. 


“DEFENSTYLED’ 


“/ 
4 Ada 
CLASSICS 


Na LES 
PYRATE 
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the right shoe 


It’s a demand that’s sweeping the country, making smart 
shoemen revise their whole schedule of Spring “buys” to 
make more room for welts. Here’s proof: 

From the minute we broke the story of our “Defenstyled 
Welts,” our rooms have been jampacked with buyers, mer- 
chandisers, fashion-writers. And how the business is 
pouring in! New accounts, important ones who plan to 
promote “Defenstyled Welts” to the hilt! 

Why are we getting it? Not just because we’re first with 
it, but because we’re specialists in quality welts. Because 
we style fine calfskins and build them flexible but sturdy 
on true welt lasts. Because last season, our biggest ever, 
we delivered on schedule! So take this tip: 

Right now, while you can still get ’em, see our 

“Defenstyled Welts,” made to retail at about $8.95, in— 


Room 702, Marbridge Bidg., 47 W. 34th St., N. Y. C. 
Room 323, Pittsfield Bldg., 55 E. Washington, Chicago 


—or write the factory to have a salesman visit you! 


One of a series of advertisements, interpreting an important new market, by 


MARSHALL, MEADOWS & STEWART, inc. 





MAKERS OF WOMEN'S FINE WELT SHOES « AUBURN, NEW YORK 
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CHOICE SHOES FOR 
YOUR CHOICE 
CUSTOMERS 


3264-1 

Black Vinmesh trimmed with Black Patent. 
Topline Treatment U. S. Pat. No. 2,240,816 
69 Last 21/8 Continental Heel 


TWEEDIE FOOTWEAR CORPORATION 


The trained shoe merchandiser sees in Tweedies 
something more than smart, provocative styling. He 
sees a continuity of adroit style interpretation, sea- 
son after season. That is why Tweedies are so profit- 
able to handle year in and year out. Add to this, the 
smart comfort and beauty of the Tweedie Topline 
Treatment as a plus-value in construction, and you 
have the choicest product of the shoemaker’s art. 


. JEFFERSON CITY, MISSOURI 
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SHOE men the world over find a 
common touch through reading a 
Boot anp SHoe Recorper. We 
received a letter from an American 
soldier in Iceland, who had visited 
one of our subscribers there. For 
many years we have carried this 








subscription on our books: BOKA- 
VERZLUN SIGFUSAR EY- 
MUNDSSONAR, Austurstraeti 18, 
Reykjavik, Iceland. 

Thereupon we walked into our 
Foreign Department with a nose for 
news and were handed the follow- 
ing letter from the Boot and Shoe 
Department, Shirokiya Department 
Store, Tokyo, Japan: 

“We have received your subscription 
bill of June 16th and beg to mention a 
few words. Your ‘Boot and Shoe Re- 
corder’ has definitely solved a difficult 
problem of our Boot and Shoe Business, 
and now we are confident that everything 
is right and smooth with us. So we think 
we can get along quite well without fur- 
ther subscription for the time being. We 
extend our appreciation for your excellent 
‘Boot and Shoe Recorder,’ and beg to 


remain... .” 
(SO SORRY! SO SORRY!) 
Now we jump to Santiago, Chile, 
and if you don’t think that South 


America is taking seriously this re- 
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ciprocity of trade and friendships 
then you are going to be agreeably 
surprised. Believe it or not, our 
representative, Jorge Chevesich G., 
Casilla 9207, Santiago, Chile, sends 
us an order for twenty subscrip- 
tions to the Boot anp SHoe Re- 
CORDER—to go to merchants in that 
teeming metropolis. 

So we say farewell to our little 
journey from Iceland to Japan to 
Chile and will store the memories 
of the wonders of shoes and shoe 
men and Boot anp SHoe Re- 
CORDERS to boot. 





A. 0. WHITE of Springfield, Mass., 
writes: 

“We have been in business for 
ourself only since the first of this 
year, having been formerly em- 
ployed as manager of a local branch 
of a large men’s shoe chain. 

“We are writing to tell you that 
we believe that the Recorper has 
been almost invaluable to us as a 
guide for ‘how to do, what to do, 
and where to get it.” We are not 
usually given to writing ‘crank let- 
ters’ or testimonials, but we felt you 
would like to know that we consider 


NOVEMBER 





22, 








‘right 


your fine publication our 
hand man.’ 

“We wish you continued success 
with your magazine and as long as 
there is a Boot & SHOE we'll be 
reading it.” 








JIM MOORHEAD of Moorhead’s 
Shoe Store, Quincy, Mass., writes: 

“IT have a good stock of shoes and 
being one of the fortunate ones, 
have them all paid for. I’m taking 
my mark up as I go along but as 
they go higher, I'm going to buy 
more carefully as I feel if a fellow 
has the money to pay, he can get 
the shoes. My business is from 25 
per cent to 30 per cent ahead of 
last year and I’m still staying with 
quality. The 29th of September | 
finished 24 years in business for 
myself. My family is all educated 
and able to look out for themselves 
and if 1 have to stop tomorrow, I'll 
be able to stay off the welfare for 
life. 

“Haven't missed a discount in the 
24 years—so that’s not bad for a 
country shoe man who always finds 
time to read the Boot AND SHOE 
RECORDER and enjoy it.” 















SERVICE that forfeits good will! 
An experienced shoe man now em- 
ployed elsewhere (and finding that 
he wanted to keep his hand in fitting 
shoes) started working as a Satur- 
day extra in one of the mail order 
company’s retail stores. Natural- 
ly, extra dollars were an induce- 
ment; but one Saturday was quite 
enough. Here’s what he reports: 
“In the first place, they displayed 
a large number of shoes on which 
they had neither sizes nor widths. 
The idea was to push the customer 
to something else, but to get them 
interested. That seemed rather bad 


practice, but the worst part of it was - 


that they were requiring their clerks 
to misfit their customers. 





“In one instance the customer re- 
quired a size 8D. The nearest thing 
they had was a 9B, and the buyer 
insisted that he sell this man the 
9B, saying that he was a farmer and 
didn’t know. any better anyway. 

“How long will such retail shoe 
business survive on such practice? 
It isn’t hard to understand why so 
many people have bad feet when a 
D width is squeezed into a B.” 

a >a 
NEWSPAPERS from all over the 
world come to a little stand in Times 
Square, New York City, and war 
or no war, there seems to be no 
interruption to the flow of news 
print. On the back page of an Irish 
paper (that land so seldom men- 
tioned by us, or anyone else for 
that matter in the States) is an ad- 
vertisement by Clarks—in two col- 
ors. There are three shoes. Note 
the colors: “Blue flemish grain with 
wine suede; tan tundra calf with 
brown suede; sunburn or blue; 
brown willow calf; natural tan seal 
with contrasting piping” and the 
text is good. Here it is: 

“Match up your shoes to your 
hat and let them be gay! It’s good 
to let color go to your head and 
your feet. . . . These shoes by Clarks 
are the last word in color and com- 
fort. The choice is wide, but please 
be patient with your retailer when 
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PROFITS SAGA 





—Profits is ear correctly so 
fr rants to be safe and eco- 
nomic profits must be recognized 
on ends of a transaction. 

—lt is just as necessary to buy 
goods on which a sati 
profit is made as it is to 
goods at a profit. 

—No business transaction can be 

regarded as normal or whole- 
some unless both parties come 
out ahead. 

—tThe predatory buyer isn't a credit 
to our industrial system. If he 
must profit at the expense of the 
seller he is helping to create a 
situation which will engulf him 
sooner or later. 

— "Live and let live" is a good busi- 
ness principle to adopt for the 
new era to come. 


Foc 


President 





you choose, for Clarks’ output is 
restricted.” « «# « 


A RONDO from the Dublin Opin- 
ion (seeing as how we've gone inter- 
national in our search for humor) : 

“Why do the people so little fish 
buy?” 

“Because the price is so terribly 
high.” 

“Why is the price so terribly 
high?” 

“Because the people so little fish 
buy.” 

You know, we struggled with this 
quatrain to see how we could filch 
it and fashion it with a shoe flavor, 
but at last we decided to let it be 

. and maybe you can add a little 
dash yourself.n « «# 


FROM this same Dublin Opinion— 
a strange and whimsical line (and 
deep at that) : 

“One hill will keep the footprints 


of the moon.” (David Morton) 


HUMOR is not lost—even to the 
Belgian business men. From Mous- 


oe (Belgium) we cull the fol- 
lowing: 

“Can you do double entry,” the 
employer asked the candidate for 


triple entry, too.” 

“Triple entry?” 

“Yes. One entry for you showing 
the real profits, another entry for 
your sleeping partner showing small 
profits, and a third for the income 
tax people showing a definite loss.” 


* + . 
GIRLS of the Civil War period had 
sense and girls of 1941 are gradu- 
ally getting some . . . about wearing 
low-heeled shoes. This statement 





came pens from the dheelibes 
when designer Milo Anderson ut- 
tered it as he set up rows of diminu- 
tive low-heeled slippers worn by 
pretty Olivia de Haviland in “They 
Died With Their Boots On.” 

“To be smart, women’s shoes 
don’t have to have spike heels,” said 
Milo Anderson. “The current de- 
mand for more comfortable clothes 
has launched a swing back to shoes 
that grip the ground as they were 
meant to. Fall shoes show lower 
heels in very chic styles that every 
girl will be proud to wear. At least 
she should wear them occasionally.” 

The Warner Brothers stylist dis- 
played, as proof, a pair of sleek 
black velvet slippers with four-but- 
ton gaiter closing worn by Miss de 
Haviland with a black gown of 1860 
vintage. These, he contended, could 
be worn gracefully by “Miss 1941” 
with her short, full cocktail dresses. 
They'd look especially neat if she 
wore sheer black hosiery with them. 

Olivia’s Cinderella wedding shoes 
of white satin with toes lavishly em- 
bellished by pearl and silver em- 
broidery would be striking company 
for a white satin evening bouffant. 
And, Milo is willing to wager, their 
one-and-one-half inch heels would 
let the lady wearing them dance a 
strenuous rhumba for two hours 
and still look daisy fresh. 
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Why Modernize? 
“The rough old shelves are sagged, 
I know; 
And the wood shows through the 
paint, 
But I made good money years ago, 
Twelve thousand dollar bills or so, 
And I ~— no real complaint! 


“The stock’s as good as it was of 
yore, 
And there isn’t a shoe that's old, 
So, why, I say, should I change the 
store, 
Rebuild and make the darned thing 
o’er 
And spend that hard earned 
gold?” 
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So spoke the dad, and the son said, 
“Yes, 
You did right well, that’s true; 
But other stores were the same, I 
guess, 
When you made money, more or 
less, 
Then, too, the stores were few! 
aa * 
“But now streamlined ones, sleek 
and white, 
With all things clean, and fit, 
With shelves and windows smart 
and bright 
Have grabbed our business left and 


right— 
It’s modernize or quit!” 
J. Eow. Turrr. 
* * # 


ONE for the books! They call the 
Marines “Leathernecks” and a re- 
cent recruit out of a Texas shoe 
store finds that his “green” title is: 
BOOTS. And what’s more, he has 
learned to keep his shoe shining 
kit in a pail, together with his shav- 
ing materials, stationery, scrubbing 
brushes, cigarettes, etc. It’s surpris- 
ing what you can carry in a gal- 
vanized bucket and how it can serve 
every purpose. If you tip it up- 
side down, it’s a stool and if you 
fill it with hot water, it becomes a 
foot bath. 

So our:shoe dog becomes a BOOT 
with the Leathernecks! 
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MAX SOMMER of Sommer & 
Kaufmann, San Francisco, Calif., 
gives a new twist to words. He 
says: 

“Business with us in San Fran- 
cisco is ‘ferocious.’ We have ex- 
panded our business by consolida- 
tion. We discontinued our Grand 
Avenue store in June and concen- 
trated our business on Market Street. 
We expected to carry over not more 
than 70 per cent of the trade, but, 
believe it or not, we have increased 
our business 110 per cent. 

“It just goes to show you that 
when they are coming your way 
and you are giving them what they 
want, there is no limit to the zeal 
and zest of business.” 


J. FROMFELTER of MclInerny’s, 
Honolulu (that institution, by the 
way, has been a subscriber to the 
Boot anp SHoE Recorper for nigh 
onto sixty years), was in the States 
recently. You can say what you 
will about the Flying Carpet, but 
nothing compares with the speed 
and thrill of buyer Frownfelter’s 
trip to the New York market. 

He left Honolulu at two o'clock 
in the afternoon; arrived in Los 
Angeles at ten a. m. the next morn- 
ing. Left again at 2 p. m. the same 
day and arrived in New York at 


























10 a. m. the following morning. The 
world is certainly growing smaller 
when you condense a ten-day trip 
by boat and rail into two days by 
air. 

Mr. Fromfelter is doing a re- 
markable business in the Hawaiian 
Islands because of the tremendous 
increase in population—double the 
number of people on the Islands and 
triple the number of customers in 
the short period of two years. The 
growth and development of play 
shoes in this Paradise in the Pacific 
is something to talk about. 


FIRMS with defense contracts, cost- 
plus and otherwise, have long been 
in some confusion as to whether 
they might properly include adver- 
tising costs in their overhead. 
James Forestal, Acting Secretary of 
the Navy, says: 

“I am sure you will be interested 
to learn that the Navy Department 
has accepted as allowable costs un- 
der a cost-plus contract a limited 
amount of expenses on account of 
advertising in technical and trade 
journals pertaining to the contrac- 
tor’s own industry. . . . Such ad- 
vertising tends to promote and ad- 
vance interest among technicians 
within a particular industry which, 
of -itself, insures further develop- 
ment of the industry concerned.” 





“My boss sent me for a pair of work shoes that size.” 
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“BALANCE THE BUDGET,” that old bromide, has 
been replaced by “Balance the Universe.” Priorities 


are supposed to balance the defense effort. On the other 
side of profits are price control, taxes, and the opulence 
of ton-defense spending. “National Debt” can’t find a 
partner, any more than industry can. It is a task of 
juggling for the best of the palace magicians. 







- * * 


THE Commerce Department announced Nov. 12 that 
the adjusted dollar volume of the national income was 
$92,000,000,000 based on the month of September. 
The previous high was $82,400,000,000 in 1929. The 
laugh is the tax angle. 














THE United Shoe Machinery Corporation, of Boston, 
which ordinarily produces machinery and accessories 
for the shoe manufacturing trade, was recently pub- 
licized by the War Department as being in the “unique 
position of producing guns to arm tanks and guns to 
destroy tanks.” 

The Department said that the company, which has 
already delivered a considerable number of 37 mm. 
tank guns to the Ordnance Department, recently turned 
over to the Army its first 37 mm. anti-tank guns. Some 
of the anti-tank guns, on which quantity deliveries have 
just begun, will be mounted on carriages and towed 
behind trucks. 


* * * 


THE new proposed withholding tax places United 
States citizens and companies in the same category as 
non-resident aliens and tax dodgers. Present legislation 
of this type limited to aliens and evaders is supposed to 
prevent non-payment of taxes, by withholding at the 
source. The Treasury Department seems afraid of diffi- 
culty in collection, it appears, in adopting this method. 
Indications are that Congress won’t even consider such 


a bill before next March. 


* * . 


IF such a tax bill were enacted before March, it would 
mean that the Treasury, with the beginning of next 
year, would start collection of income taxes for that 
year while the first installment of income taxes for this 
year (1941) would not be due until March 15, Conse- 
quently, it would seem that income taxes for two years 
would be actually paid into the Federal Treasury dur- 
ing one year. 

Congressional sources revealed that unemployment 
and old age pension taxes would be increased one per 
cent under the program. The Treasury says that the 


new taxes will be painless because of the collection 


method. 


Or 
TOES UP! 
Picture on opposite page— 
Story on page 54 
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WHEN Leon Henderson, OPA chief, spoke in the 
Armistice Day steel conference, he said that the industry 
should embrace the new price control bill for patriotic 
reasons as well as financial ones to prevent inflation, 
and as an aside said that the bill embodied more stand- 
ards governing administrative control than any similar 
piece of foreign legislation. 


THE whole scream about the lack of control of farm 
prices stems from NRA days. Farmers then liked the 
AAA, but NRA price control attempts were a sore 
point, so sore, in fact, that if the Supreme Court hadn’t 
ruled the NRA unconstitutional, severe political flare 
back would have made NRA do something about the 
price of manufacturers to farmers. 

[TURN TO PAGE 30, PLEASE] 
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NOVEMBER ... 


Opens the FORMAL 


SEASON 


Parade of international military toums, representing Peru, Cuba and the 

United States, opened the 56th annual National Horse Show in Madison 

Square Garden, which marks the formal opening of New York’s Winter 
social season. Spirit of this year’s show was distinctly military. 


FIRST event on the program of the 194] National 
Horse Show—held recently in New York’s Madison 
Square Garden—was an exhibition by mechanized units 
of the United States Army Fourth Armored Division 
from Pine Camp, N. Y. For those first 20 minutes, the 
beautifully gowned women in the audience and even the 
horses, in whose honor the show was being held, were 
merely incidental to the great question of National 
Defense. 

Perhaps the pressure of national problems also ex- 
plains the fact that, by and large, women did not look 
extravagantly dressed at the opening night of the Show. 
In fact, if I do not miss my bet, many of the gowns 
had also seen last year’s opening. 


Gowns Full-Skirted 
The new narrow, slit skirts, the draped and tiered 
skirts, were few in number compared with the long full 
skirts with even floor length hemline and the very full 
bouffant net skirts. As a result, shoes did not play the 
stellar rdle that they would have done if there had been 

more foot and ankle-revealing gowns. 
Gilmpsed below these long skirts were an attractive 
variety of slippers, however. Smartest and newest look- 


ié 


ing were the dark shoes with a touch of glitter in gold 
or silver in pipings and bindings. A very pretty shoe 
seen several times was a black slipper with a vamp 
of black petals piped in silver. A bandage sandal 
with a wide band of gold kid contrasted with a band of 
black satin was an effective shoe. In general, touches of 
gold were seen more often than silver. A black shoe 
trimmed with a narrow piping of white set off a full- 

skirted black dress with narrow white hem edging. 
The satin shoe matched to the dress appeared here 
and there, most interestingly where it was matched to a 
dull taupe grey dress of which several were seen. The 
bright satin shoe picking up a color in the costume was 
an effective color coordination idea. Brilliant green 
slippers, in one costume, were matched to the coin-size 
sequin ornaments dotting a royal blue bouffant net dress. 
Some multicolor brocades and mesh were seen. Gold 
[TURN TO PAGE 49, PLEASE] 


Opposite: Members of the National Horse Show 
Fashion Promenade Committee study New York 
dress creations worn by three of the models who 
nightly fashion promenade, an in- 
novation in the 1941 Horse Show program. 
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Celebrating National Horse 
Show week, I. Miller’s uptown 
Pg Avenue store presented in 

a miniature ring, 
with horse, rider and judges. 


NATIONAL HORSE SHOW WEEK IN NEW YORK AND THE OPENING OF 

THE OPERA SEASON IN CHICAGO .. . WITH THESE IMPORTANT 

SOCIAL EVENTS NOVEMBER OPENS THE SEASON FOR FORMAL DRESS- 

ING. THIS YEAR SMART AND BEAUTIFUL COSTUMES WERE SEEN, BUT 

THE GREAT LUXURY OF FORMER SEASONS SEEMED TONED DOWN TO 
SUIT THE TEMPER OF THE TIMES. 
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BOSTON SHOW 


TO 


SPRING TRENDS 


H. O. RONDEAU 


REVEAL 


Chairman Boston Shoe Fair 


Committee 


ACCEPTED STYLES WILL BE ON DISPLAY AT STATLER HOTEL 
AND PARKER HOUSE DECEMBER 1-4, AND MANUFACTURERS 
BELIEVE PRICE LEVELS HAVE BEEN STABILIZED FOR EARLY 


THE question of what to buy for late Winter and early 
Spring selling—in what quantities and at what prices— 
will be answered for many buyers in Boston on Dec. 
1, 2, 3 and 4, when an all-inclusive showing of Spring 
shoes will be held under the auspices of the New 
England Shoe and Leather Association. Although the 
New England association has been the sponsor organi- 
zation of the famous June Boston Shoe Fair for many 
years, this is only the second year in which a fair has 
been held in the early Winter. 

While essentially a volume shoe show, held for the 
benefit of manufacturers who sell the mail-order houses, 
chain stores, big department stores and other large units, 
there will be on display a large number of lines sold 
almost exclusively to the independent merchant. It is 
anticipated that the number of exhibitors will be much 
larger than last year, at which time approximately 400 
members of the shoe and allied trades were repre- 
sented, and the number of advance requests for sleeping 
rooms in various Boston hotels indicates a large increase 
in buyer attendance. ~ 

As has been the case in most previous Boston Shoe 


SPRING SELLING SEASON 


Fairs, volume lines will be on display for the most part 
at the Hotel Statler; higher grades at the Parker House. 

It is the feeling in the trade, not only in New 
England but in other parts of the country as well, that 
this year’s Fair will be an outstanding success. This 
belief is based on sound reasoning. In the first place, 
the style trend in all types of shoes has been definitely 
determined by previous showings and buyers can be 
assured that orders placed in Boston in December will 
mean style-right stocks for retailing when the early 
Spring season arrives. In the second place, prices are 
believed to have been stabilized for the coming season 
and no price uncertainty, therefore, should stand in the 
way of placing orders at this time. In the third place, 
there will be on display at Boston, the inevitable last- 
minute novelties which always appear about this time 
of year and which have not yet had their premiere. 
The importance of this year’s Boston Shoe Fair, there- 
fore, is readily apparent. -Conditions in the shoe indus- 
iry are definitely such as to make this a buying shoe 
from the first day. [TURN TO PAGE 35, PLEASE] 
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LOUIS H. SALVAGE 


President New England Shoe and 
Leather Association 


CHARLES T. CAHILL 


Vice-Chairman Boston Shoe Fair 
Committee 


List of Exhibitors 


MAXWELL FIELD 


Secretary-Manager Boston Shoe 
Fair Committee 


BOSTON SHOE FAIR, DECEMBER 1, 2, 3 and 4, 1941 
Including firms whose applications were received up to November 18, 1941 


Room No. 


Accurate Shoe Corp.. ... 676 
Adams Shoe Mfg. Company. ... W806-W808 
Air-Kushin Shoes, Inc. .. .590 
Alberts Shoe Co.. : 756 
Allen Shoe Co., Inc ..... W603 
Allen-Squire Co. ... 433 
American Girl Shoe Co., The... . 1086-1088 
American Shoe Co., Inc. : ....587 
“American Shoemaking" .Mezzanir.e 
Ansin Shoe Mfg. Co... ..W509-W513-W517 
Ansin-Anwelt Shoe Co. . W509 
Anwelt Shoe Co... . W509-W517 
Ascutney Shoe Corp.... ..438 
Ashe Shoe Co., Inc., George........ .. 86! 
Astor Shoe Mfg. Co. Wéll 
Atkinson Shoe Corp... .. 717-719 
Atlantic Footwear Co., Inc... . ace 
Atlantic Tubing & Rubber Co. . 662 
Atlas Shoe Co., Inc... 635 
Auburn Rubber Corp... 683 
B & C Shoe Co. é 

B & W Footwear Co. 

Barbour Welting Co... 

Baris Shoe Co., Inc.. 

Barker Shoe Co. Inc.. 

Berr & Bloomfield Shoe Mfg. Co. 

Bata Shoe Co.. 

Bata Shoe Co., ‘of Cenade, Ltd. 

Beacon Hill Shoe Co. 

Beaudin Shoe Co., L. E. 

Beaufort Products Co.. 

Beauty Rest Slipper Co., Inc. 

Beckerman Shoe Corporation 

Beebe Brothers Rubber Co.. 

Beford Shoe, Inc., A. J. 

Bell, D. H. & G. H.. 

Belle-Craft Slipper Corp. a 

Berte Shoe Styles.... Se 
Best Shoe Company anit 
Bickford Shoe Co... 1053-1055 
Bloom Bros. Co... .. .. .W708 
Blum Shoe Mfg. Co. aoa so 
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Hotel Statler 


Room No. 


Boston Shoe Fair semen Parlor “D" 
Bourque Shoe Co... .. 631-652 
Bradford Shoe Co. és » > «pi ae 
Bradley Shoe Company... ..W6l0 
Bridgewater Workers’ woengeee 
Association ria .. 434 
Bristol Fabrics Co. aa 687 
Brown Shoe Co., David 753-755 
Brown Shoe Co., Inc., H. H. 405 
Brown Company 774 
757 
woe 
W506 


Cambridge Rubber Co. 
Campus Shoe Mfg. Co., Inc. . .532 
Cecil Shoe Co.. ..837 
Charisam Footwear Corporation 822 


Chelmsford Shoe Co. 966-968 
Claff & Sons, Inc., M. F. 628 
Co-Ed Shoe Mfg. Co., Inc. 624 
Cooper Mfg. Co., S.... .W703 
Colby Shoe Mfg. Co. 859 
Cole Co., B. E.. 801-803 
Collingwood Shoe Co., Inc. 406 
Comfort Slipper Corp. 640 
Compo Shoe Machinery Corp..W516-W518 
Connolly Shoe Co. . 731-752 
Consolidated Slipper we 826-829 
Continental Shoe Corp... . 606-608 
Copley Shoe Co. - 886-888 
Corcoran Shoe Co., Inc., Joseph F....412 
Cornelia Footwear Mfg. Corp. .W809 
Coronet Shoe Corp. _.. 900-902 
“Creative Footwear" ... Mezzanine 
Cushman Co., Charles. 515 
Cushman Company, Charles 

(bevi-Weiss Sales piace 67! 
Dartmouth Shoe Co. 1000-1002 
Derman Shoe Co. 1065-1067 
Diamond Shoe Co. 529 
Diane Footwear Co. 583 
Dine Shoe Corp.. 514 
Dover Shoe Mfg. Co. 706-708 
Doyle Shoe Co. 421 


Drexsage & Co., L. 
Eagle Shoe Mfg. Co. 
Eastern Footwear Corp. 
Eby Shoe Co. 

Economy Shoe Co. 
Elco Shoe Co. 

Elfskin Corporation 
Elite Shoe Co. 
Emerson Shoe Co., Inc., 
Empire Shoe Co., Inc. 


A. E. 


Room No. 

: 662 
411-414 
694-696-698 
..519 

734 

576 

555 
901-903-905 
646 


721 


Empire Specialty Footwear Company 


Endicott-Johnson Corporation 
Essex Rubber Co., Inc. 
Excel Shoe Co. 

Exeter Shoe Mfg. Co. 
Farmington Shoe Mfg. Co. 
Federal Shoe Co., Inc. 

Fein & Glass, Inc. 

Fisher Shoe Co. 

Fitchburg Shoe Co. 

Five Star Shoe Co., Inc. 
Fleisher Shoe Co. 
Flex-Walker Shoe Co. 

John Foote Shoe Co., The 
Formfitting Slipper Co. 


Frederick-Speier Footwear, Inc. 


Freeport Shoe Co. 
Fuchs Shoe Co., William 
Gale Shoe Mfg. Company 
Gardiner Shoe Co., The 
Gardner Shoe Co. 
Gerber Shoe Co., Inc. 
GilAsh Shoe Co. 
Givren Shoe Co., Inc., 
Goldberg Bros., Inc. 
Golden Quality Shoe Co. 
Golden Quality Shoe Company 
(Levi-Weiss Sales Company) 
Great Northern Shoe Co. 
Green Co., W. S. 


Grossman Shoe Co., Inc. 


E. J. 


402-403-404 


1066-1068 
W607 
754 

. .703 
410 
965-967 
W505 
810-812 
W513 
720 
648-650 
W509 
447 
W802 
878 

644 

719 
563-564-566 
665-667 
W609 
806-808 
413 

... 418 
882-884 
436 


669 
441-442 
579 
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INNOVATION 
I 
MEW ORLEANS 


Above: Exterior view of the recently 

remodeled Imperial Shoe Store in 

New Orleans. The store fronts on 
the busiest street in the city. 





Right: The men’s shoe department, 
situated on the mezzanine floor. Com- 
fort and informality have been main- 
tained here as in the rest of the store. 


WITH its Imperial Salon introducing a feature never before seen in New Orleans, the 
Imperial Shoe Store, Inc., was formally opened recently, after the completion of a 
modernization program including ultra-modern adaptations which were described as 
making the store “one of the most beautiful shoe stores in America”. 

First in New Orleans to introduce a hidden-stock salon, the store was renovated 
at a cost of $50,000 and was opened formally the latter part of October in a 49th anni- 
versary program. Albert Wachenheim, Sr., who organized the firm, is president, while 
his son, Albert, Jr., is vice-president. 

The four-story store building, situated at the intersection of main thoroughfares 
and fronting on the Crescent City’s famed Canal Street, was remodeled from top to 
bottom, but the show-place floor of the project is the second, with its Imperial Salon. 

The Salon presents a view and furnishings as comfortable and infornial as a luxuri- 
ously furnished modern hotel lobby, with stocks hidden bzhind false walls. Deep rugs 
cover the floors, while deep-upholstered chairs furnish the room in random-style. 

The only merchandise in view in the ‘mperial Salon is that at the purse and hosiery 
bar, an adaptation admittedly copied from suc- [TURN TO PAGE 47, PLEASE] 





Above: From this view of the Im- 
perial Salon, it is apparent that the 
department has not the usual “shoe 
store” atmosphere. All stocks are 
concealed with the exception of the 
handbag and accessory bar at the far 
end and the few shoes on display. 


Right: The children’s shoe depart- 
ment on the third floor features a 
light color arrangement and practical 
leather chairs. Stocks are hidden, but 
an accessory bar is in evidence. 








imperial Shoe Store, Inc., Introduces First 
Salon for Women's Shoes with Beautiful 
Home-like Furnishings and Stock Hidden 
from Customers — Completely Modern- 
ized Store Is Hailed as One of the Finest 


Left: Severe light-colored woods with a light 

shade of leather sound a modernistic keynote 

in the furnishings of the first floor salon, de- 

voted to informal accessories and less expen- 

sive shoes for women. Stocks are not concealed 
in this department. 





How to Lead Customers 
to thee POINT OF SALE 


A California Shoe Man Develops a Technique of His Own Based on Study 

of Customer Reactions and the Sales Procedure That Creates Favorable 

Impressions. Take Control of the Sale at the Beginning and Direct It to a 
Successful Conclusion, His Formula for Selling. 


FIRST customer impressions are lasting ones. So let’s 
see how a men’s shoe buyer in a good department store 
tries to make a series of lasting good impressions. 
Henshey’s Department Store, Santa Monica, Calif., 
is the scene of this study. Here the men’s shoe buyer is 
Elmer Bazo, an earnest shoe man of 30 years’ standing, 


This young army officer in mufti has 
a decided flare to his foot. Bazo is 
pointing out the reason for the se- 
lected last being the correct one. 
“Here is plenty of ball room which 
you will need. Your toes are square 
at the end, so a full toe will be much 
more comfortable. This last and 
leather may be worn in ‘civvies’ as 
well as with uniform and it will give 
you real foot comfort.” he states: 


who started his career as a delivery boy in the Hudson 
& King shoe store in Stockton, Calif. 

According to Mr. Bazo, who has made a close study 
of shoe buying reactions, there are six steps or separate 
impressions which a customer receives before he says 
“All right. Wrap ’em up.” 


A customer with a contracted arch is 
being shown that the arch of the shoe is 
built to take care of his particular type 
of foot, both from the arch and the high 
instep angles. This new customer had 
been wearing a slender type last, rather 
than the short coupled last his foot 
really needed. 























Here Bazo has a short, stubby foot on 
the measuring device and is pointing out 
the two widest points of the foot. This 
foot requires a short, thick last, one with 
quite a bit of outside swing to accommo- 
date the enlarged toe joint. Selling now 
resolves itself to what the customer 
wishes for color or pattern as size and 
last is something which does not enter 
into the sale conservation. 





These steps are the impressions gained from: 
1. Appearance of shoes displayed in the windows. 

2. General appearance of the store interior. 

3. Location and superficial appearance of the shoe 
department. 

4. The appearance and approach of the salesman. 

5. The very first selling movement on the part of the 
salesman. 

6. The salesman’s apparent knowledge of the cus- 
tomer’s particular shoe problem and his (salesman’s) 
evident ability to solve this problem satisfactorily. 

As a starter, let’s move right down to the number 
five on the list. This first selling movement is not to sell 
shoes but to make the impression “I know feet.” It is 
accomplished by Bazo by taking the stockinged foot 
in hand, flexing it, testing it for normalcy, then making 
some favorable comment on the condition of the foot. 
The object of all this is to size up the foot, then decide 
in one’s own mind what is best suited for this particular 
type. 

Right now is the time to make a definite statement 
relative to the type of foot and the type of last required 


Most men who have a long, thin foot 
want to achieve a short stubby look 
to their feet. This is where the pre- 
liminary survey is of vital impor- 
tance, as the impression is definitely 
made that the long, thin foot must 
have a long, thin last, especially a 
last with exceptionally good narrow 
heel fitting qualities. 












which will be needed to give the ultimate in foot comfort 
and style to this customer. It is at this point that Bazo 
finds the salesman is actually taking over control of the 
sale. If the salesman does not take command at the 
start, the customer will surely do so, with a lengthy 
session in prospect which does not always end in the 
selling of satisfactory shoes or in selling at all. In other 
words, this method is bound to break down any pre- 
conceived ideas about lasts or sizes which the customer 
might have, permitting the person doing the fitting to 
have a far freer hand. 


UP to this point, no shoes have been showri or dis- 
cussed. Now is the time to bring out the measuring 
device, something mechanical which, when used proper- 
ly, will convey the impression of accuracy. Comment at 
this time is on the length of the arch, the length of the 
toes and the type of last best suited for this foot. Origi- 
nal statements as to type of foot are now being proven 
by the mechanical measuring machine. 

[TURN TO PAGE 30, PLEASE] 
















The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


A Work-Hard Trade 


THE President has asked for tremendous sacrifices and 
it looks as though business is the “goat.” Labor is going 
to get all that it can and more. Labor is sitting in the 
saddle now and riding high. Here’s what General Hugh 
S. Johnson says: 

“In the last war very little was left in the way of 
profit. In fact, the return as it was was far less 
than would have been received on an investment in 
government bonds during the period. Even in 
1926 about $5,000,000,000 of capital went broke. 

“Since the receivers of rents and royalties get 
from these sources a very small percentage of the 
national income, you can say that the wages and 
salaries actually received in the average around 95 
percent of the national income, and 
thinks that prices can be held down while wages 
and salaries are going up ought to have his brain 
examined by an alienist—whether it is man or 
woman who thinks it. 

“Furthermore, we hear people talk about capital 
profiteering in the last war. If you will look back at 
the figures for 1918 you will find that capital re- 
ceived a smaller percentage of the national income 
in 1918 than in most of the years before the war. 

“Who, then, were the profiteers in 1918?” 


The finger is going to be pointed at retailing. We can 
see evidences of a mass attack now in the making. 
Statistically, reports of the rise in wholesale prices paved 
the way for a barrage of statements out of Washington 
—consumer leagues, etc., that profiteering is being done. 
It is true that in other industries the rate of price in- 
crease at retail is much higher than in shoes, but when 
the agitator for retail economy starts swinging, the fist 
usually lands on the shoe man’s nose. We had it in the 
last war, with investigations and newspaper headlines 
showing the difference between the cost of the item and 
its retail price. 

But our fear isn’t of external verbal attacks—‘sticks 
and stones can break our bones but words can never 
hurt us”—our fear is that we are walking along a timid 
road that leads to little or no profit for the shoe business 
—passive resignation to the theory that if the dollar 
intake is more than it was a year ago, progress is being 
made. That dollar, however, is not in the bank— it’s 
back on the shelves—in more merchandise. 

The next three months are very important to shoe 
retailing. In the past they have been months of relative- 
‘ly low sales and low salesmanship. The retail shoe in- 
dustry cannot afford to throw the next three months 
away—continuing that pattern of thinking of the past 
and acting accordingly. Selling must be accelerated if 
business is to be a living thing. 


24 


August, September and October were sub-normal re- 
tail month in shoes—speaking by and large, nationally. 
There is no pat explanation for it other than weather, 
a bulge of sales in other merchandise to avoid the con- 
sumer taxes, plus a number of other indefinite mani- 
festations of tightening up pocket-books. The latest 
theory expressed is that older people who remember 
the last war period are putting money away for the 
rainy day—for with higher wages there is a higher rate 
of saving in this group of workers. The younger workers 
in the defense fields haven’t reached the stage of throw- 
ing their money about. 

So the retail shoe industry stands at the point of look- 
ing at the next quarter—December, January and Febru- 
ary—is it to be ebb or flow? Some merchants have 
jumped right into the battle for business.with early 
clearances. They feel that if suedes haven’t sold in the 
short suede season, they can perhaps be cleared before 
the season is wrapped up in slush and rain. Other mer- 
chants are looking at the aging stock on the shelves with 
a view to generous cleansing of patterns and sizes just 
after the turn of the year. In many cases this means 
clearance in the modern manner—four days of terrific 
business and then slow music for the cash register for 
weeks to follow. You can’t dribble a long clearance 
season and hope to move the goods and get the money. 

It is actually only in the women’s stocks that clear- 
ances will have a real play. Men’s shoes, in the main, 
have been bought right and are worth their regular 
selling price. The mild clearance in men’s shoes will be 
more to stimulate activity at the fitting stool. Merchants 
are beginning to realize that a clearance condition is 
made—not on the fitting floor but weeks before—when 
the shoes are bought. The majority of present-day lasts, 
wall toes, etc., have good fitting values. Materials are 
reasonable; the Winter colors few and practical—the 
only reason for clearance is in surpluses and the need 
for money in the bank and action on the fitting floor. 

The promotion of new things, salable in December, 
January and February must give a lift to retailing aside 
from the clearance function. 

Put it all together—business at retail must be made 
by men, brains and merchandise. The passive concept 
of just keeping the store open and the public will come 
your way is one of the reasons why money wasn’t made 
in the past and won’t be made in the present. 
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EXTRA SALES FROM AN IDEA! 


7 Fortune Shoes have those in-built features of styling and quality 
workmanship which make them sell on sight. Combine these features with an 


outstanding selling idea and you have a proposition packed with extra sales TO RETAIL AT 


potentialities. Fortune’s national advertising for Spring has just such an idea. $500 


Color ads in Life, Collier's and Esquire will feature “The Fortune Style Forum”— 

. Some Styles 
experts who personally supervise the building of Fortune’s authentic styles. The a ad 
display, shown above, dramatically offers the actual merchandise at the point of 


sale — and at the same time, puts across Fortune’s selling idea, adding the final 


punch that makes extra sales possible! Write today for full particulars. 


FORIUNE<~ 


RICHLAND SHOE COMPANY - NASHVILLE - TENNESSEE 


A DIVISION OF GENERAL SHOE CORPORATION >. 4 





FOLLOW THE CELASTIC LINE 
PAIR PERFECTION 


FOR 


Wide Range of Materials.in the complete 
Celastic line there are 7 thicknesses of 
material, graded from the light slipper 
weight to the heavy weight used for rugged 
duty footwear. Any type of footwear using 
o@ semi-hard to hard box toe can be made 
with Celastic. 


Accurate Reproduction. With Celastic the 
design of the last is accurately reproduced. 
The delicate modeling of the last maker de- 
signed to produce distinctive character lines 
in the finished shoe is faithfully interpreted 
by Celastic. By being true to the last, shoes 
made with Celastic are trim on the foot. 


Clean and Comfortable. Because Celastic 
successfully resists the effects of hard usage, 
soakings, strains or sudden changes of tem- 
perature, linings remain fused to the box 
toe, tight and wrinkle-free for the life of the 
shoe. Wearers enjoy the cleanliness of Celas- 
tic, too, for Celastic cannot stain the hose. 


No Production Delays. Seven Celastic soft- 
ening solutions, each with a different drying 
time, allow the manufacturer to choose the 
one which best suits his production schedule. 
The Celastic Conditioning Machine provides 
the quickest, neatest and most efficient 
method of applying the solution. 


Flexible Yip Lines. There is strength in 
Celastic—strength which eliminates bulk — 
strength which allows a flexible tip line to 
blend smoothly into the lines of the shoe 
and flexibility that means greater comfort 
for the wearer across the tops of the toes. 


TRADE-MARK 


THE QUALITY 


ele e 
a a ct St a 


A Single Structurai Toe Unit. Lining Box Toe 
and Doubler are fused into a single structural 
toe unit. This rugged three ply structure re- 
sists the effects of heat and moisture, has 
added strength, keeps toe linings from 
sagging. 


Matched Pairs. Where footwear has bui'!t- 
in toe character, strength, durability and 
comfort — chances are these shoes were toe- 
fashioned with Celastic. Because such shoes 
meet the high standards of the final factory 
inspection for trim and well-mated cppear- 
ance, they are called Matched Pairs. 


Only the Celastic box toe provides all 
these benefits. Available in convenient roll 
form for the manufacturer who cuts his own box 
toes or cut and skived to selected patterns. 


Ask your United Man. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 














HOW TO 


Down through the ages, courtesy as a sales clincher has 
been established on a solid foundation. Courtesy sells 
your personality to the customer. It establishes a feeling 
of fraternalism. It closes sales and pays dividends to 
the user. Perhaps because the need of courtesy in selling 
is self evident, because it is assumed that no salesman 
would violate that need, because courtesy is vitally inter- 
woven in every sales procedure, it is not sufficiently 
stressed to eliminate unconscious discourtesy. 

Thoughtlessness on the part of the salesman is the 
greatest cause of lack of courtesy. If you are losing 
sales, don’t blame the customers; check up on yourself. 
Don’t be too sure that you are not guilty of some un- 
conscious transgression against the rules of common 
courtesy that govern every transaction. Every prospect 
who enters your door is entitled to your undivided 
attention from the first word of greeting until you 
usher him or her out of the store. 

It can’t happen to you, of course, but all who read 
these words may well ponder the effect of the following 
incident. Recently, I accompanied a friend into a shoe 
store to have his little boy fitted for school. Two shoe 
clerks were engaged in deep conversation. We seated 
ourselves. Finally, one of the clerks came over, pulled 
out a fitting stool and faced us with a quizzical look. 
No word of greeting—no welcoming smile—just a bored 
expression. On being told our wants, he measured the 
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Practical Pointers on 


SELL 





WELL - WELL - -HOW 
16 THE LITTLE 

GENTLEMAN THESE 
DAYS ? 


SHOES... 


Chapter XIV 
COURTESY CAPTURES CUSTOMERS 





by PATRICK A. MORGAN 


boy’s foot. The first shoe he put on was too short. All 
the while he was lacing and unlacing the shoes he kept 
looking out of the door. No interest whatever in his 
customer. The customer had to tell him what size to 
fit the boy. His continued gaze out of the door caused 
us all to look to see what was happening out there to 
absorb his interest. Nothing but passers-by. Yet all 
his interest was centered on what went on outside that 
door. While wrapping up the shoes he continued to 
gaze out of the door. The customer had to ASK FOR 
HIS CHANGE. 

This may be an isolated case—indeed, I hope so— 
but I was amazed that it could be possible in this day 
and age in a city of a half million people and in the 
downtown section. The owners of that store would not 
believe that it could happen in their store in a location 
where competition is keen. Rest assured that boy’s next 
pair will be purchased elsewhere, as will shoes for other 
members of the family. 

Customers feel keenly the neglect and disinterest of 
[TURN TO PAGE 30, PLEASE] 
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OTHER PEOPLE’S IDEAS 


by JOHN F. W. ANDERSON 


Slipper Time Is Here 


One of the most extensive promo- 
tions of slippers for the holidays is 
done by Marshall Field & Company 
in Chicago. In this famous store gift 
slippers are practically a store wide 
promotion, for they are found on 
many floors and in many departments 
other than the regular shoe sections. 
Slippers are given considerable addi- 
tional display space in the regular 
shoe sections, shown on bars and spe- 
cialty bit counters designed to show 
practically the entire style range, mak- 
ing it easy for the customer to pick 
out styles without having to be shown 
the whole range from stock. The base- 
ment shoe department contains a slip- 
per section covering considerable 
space so that the customers may walk 
around at will to look over the whole 
line. 

Slippers are also shown in several 
gift aisles and in the lounging robe 
and lingerie section. As a special 
promotion last year a style show en- 


titled “Christmas Gifts to Match Her 
Leisure Moods” in which slippers 
were shown with lounging apparel, 
was given in the tea room. This fash- 
ion showing which included a wide 
range of styles in slippers was divided 
into two sections. One was headed 
“Gift Cues for Christmas Belles” and 
the other “Noel Hints for Her Leisure 


Hours.” 
* * # 


Pull Up a Chair 


Here’s an idea presented to us by 
one of our good friends among the 
New England retailers. Maybe you 
can use it too. 

This retailer writes in to say that 
he bought an ordinary bridge table 
with folding legs from the local de- 
partment store and has found a dozen 
and one uses for it in his shoe store. 
He uses it as a slipper display table 
in the front part of his store during 
the Christmas season. He uses it as 
an extra display table during clear- 
ance sales. He uses it to show rub- 








Thanks to Our Customers! 


Due to your unanimous approval, we are able to continue our policy 
of making a small charge on return of goods sent “on approval.” We 
appreciate your support in helping us to eliminate useless costs by 
reducing the number of requests for this service. Thus, with your 
help, we are better able to do our part in helping the government keep 
prices down and conserve time, money and material. 








Thanks to one of the nation’s leading department stores for a progressive idea. 
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bers and overshoes during rainy 
weather. He uses it in the window with 
two legs folded, as a diagonal back 
drop. And if he at last gets sick and 
tired of seeing the table ayound his 
store, he concludes that he can always 
bring it home as a present for his 
wife. 
7 * * 
In a New Front 


Here’s a modern new note from the 
window of the Ansonia Shoe Store, 
677 Fifth Avenue, New York City. 

Glass bricks are used as window 
fixtures. These bricks are hollow, of 
various sizes and are used in all parts 
of the display. And they even have 
a few down in the front of the win- 
dow that have beautiful artificial 
flowers inside of them. 

* = * 
“the sandal appears for new con- 
tests for Twilight and After” 
(Sommer & Kaufmann, 
San Francisco) 
* — * 


Now’s The Time... 


For customers to buy rubber foot- 
wear, according to the advice of a 
prominent rubber footwear manufac- 
turer. Customers shouldn’t wait un- 
til wet and snowy weather before buy- 
ing, but should buy now while sizes 
and styles are complete on the re- 
tailer’s shelves. 

“When you sell high quality foot- 
wear,” this manufacturer continues, 
“the customer is better satisfied be- 
cause he gets better fit, better appear- 
ance, and longer wear. There’s more 
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economy for him in the long run, and 
the chances are that you have made 
more profit on the sale, so there is 
more satisfaction all around. Now 
that rubber is so vital to our Defense 
program there is still another good 
reason for selling only the highest 
quality rubber footwear—less rubber 
is consumed per mile of use. You 
can help keep down the shortage of 
1ubber by pushing quality goods. You 
— your customer — and your country 
will benefit.” 


* * 


Reduction of Overhead 


In times of rising costs of merchan- 
dise it is necessary for every merchant 
to reduce his expenses as much as 
practical in the interests of good busi- 
ness. One way is in the reduction of 
returns. Returns are a part of busi- 
ness, but good business demands that 
they be kept to as small an amount as 
possible. 

One Chicago shoe merchant is now 
enclosing a card in all shoe packages 
stating that they will only take shoes 
back if there is a defect in workman- 
ship or if the shoes do not fit. And 
then only if there is no wear on the 
soles. 


Some stores have warned their 
salesmen not to high-pressure sales 
for fear that customers will buy shoes 
they have no intention of keeping. 
Others have placed signs in their shoe 
department asking customers not to 
take shoes home on trial, stating that 
this adds extra expenses to the store 
which, in the final analysis, are passed 
on to “you and other customers.” 

7 om ” 


New Front 


EXCUSE OUR APPEARANCE 
DURING THE PERIOD OF 
RENOVATION 
BUSINESS GOING ON AS 
USUAL 


The above sign, six feet high by 
four feet wide, stands on a tripod on 
the sidewalk before the entrance of a 
Washington shoe store that is under- 
going extensive alterations attendant 
to the installation of a new “face.” It 
is the only location where you can 
place a “business as usual” sign while 
the whole front is off the store. 

_ * * 


“There'll Always Be a 
‘London’ ” 


As you step into the London Char- 
acter Shoe Store, 38th Street and 7th 
Avenue, New York City, you'd almost 
believe that you were standing on a 
high hill viewing a panorama of the 
city of London. The walls of the 
store curve in a semi-circle away from 
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the entrance and they are covered 
from floor to ceiling with huge photo- 
graphic murals of the city of London. 
Tinting of the photographs adds 
depth and realism to the scene. A 
large mirror is cut into one section 
of the wall and shoes are concealed 
in the rear stock room. 

= * * 


How Often Do You Change 
Your Window Displays? 


We have put this question to a num- 
ber of shoe retailers lately and have 
got answers varying from one week 
to two weeks to one month to two 
months. 

From our observations we have 
found that the time limit varies on 
one end from the Texas shoe store 
that changes its displays every day 
and sometimes several times a day if 
they don’t sell to the old-fashioned 
orthopedic shoe store at the other ex- 
treme that dusts off the window shoes 
once a year. 

Our belief is that displays should be 
changed at least for each new selling 
season and then the time limit should 
be determined by how well the display 
sells. Some displays that don’t click 
aren’t worth keeping in more than a 
day, but others may draw well for a 
month—so why pull ’em out. At this 
season a thorough Christmas display 
should last for six weeks, but why 
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not pull a few shoes and slippers 
now and then and freshen the display 
with a new style or two as the season 
progresses. And don’t forget a cold 
weather or rainy day display all set 
up in the back room so that it can be 
placed in the window over night! 
7 2 * 


Hidden Loss No. 1 


Slow accounts increase bad debt 
losses. (1) If you continue to sell on 
credit to a customer who hasn't paid 
his previous bill, you may never col- 
lect the bill. If an account goes over 
60 days, practice has shown that the 
customers frequently never pay. 

(2) Carrying slow accounts in- 
creases the number of bad debts be- 
cause experience has shown that a 
1etailer’s chances of collecting his ac- 
counts decrease rapidly as the ac- 
counts are allowed to get older and 
older. 

(3) Carrying slow accounts is 
gambling at heavy odds. Gross margin 
is large enough to offset normal bad 
debt losses, but excess bad debts 
caused by slow accounts eats deeply 
into any profits you have made. 

You should refuse to gamble at 
such odds by suspending credit on 
accounts, not paid by the end of your 
regular credit period, until they are 
paid up. (Condensed from Household 
Finance Corp. booklet) 


SOMMERS 


PRESENTS 


Tailored step in with square bow and nailhead studs. 
Walled last, square heel. Blue, black, brown suede. 14.95 


@-d* 49.4 


MEM FIFTY-SEVENTH STREET WEST 
The perfect layout to complement a stubbie heel toe. 











Practical Pointers on How to Sell Shoes 
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salespeople who do not give their whole- 
hearted interest to the job at hand— 
that of winning the customer’s confi- 
dence. This confidence, once gained, 
should never be betrayed, but should be 
encouraged in a way to create repeat 
sales. From the time of greeting until 
departure the customer should be 
treated as a favored guest whom you 
wish to call again soon. Place yourself 
in the customer’s shoes and decide 
whether you are according the same 
treatment you would like to receive. 

Three coordinating steps are neces- 
sary to the successful conclusion of 
every sales: (a) Attract attention. (b) 
Dramatize selling features. (c) Appeal 
to the emotions. 

You attract attention by your cour- 
teous greeting and your interest in the 
customer’s wants. The dramatization 
of selling features includes in the 
SALES PRESENTATION an interest- 
ing description of the desirable fea- 
tures of the shoe. In appealing to the 
emotions you stress desirability of style, 
pride of ownership, comfort and health 
features. 

Three inflexible rules guard the bul- 
warks of successful selling: I. BE 
COURTEOUS. II. BE COMPETENT. 
III. BE THOROUGH. 

Courtesy comes first because often 
it may overcome a.certain amount of 
incompetence. It helps to win confi- 
dence and influence decisions. To be 
competent one must be a foot special- 
ist. He must know thoroughly all con- 
ditions of feet and how to fit them 





RULES FOR SHOE SELLING 


In addition to the general fundamental 
rules for all selling, the successful shoe 
salesman will embody in his selling pro- 
cedure the following guides, the essence 
of which has been covered in detail 
elsewhere in this series: 

I. GREET THE CUSTOMER WITH A 
SMILE. 

il. WIN THE CUSTOMER'S CONFI- 
DENCE. 

il. MAKE AN INTERESTING SALES 
PRESENTATION WITH ENTHUSIASM. 

IV. CLOSE THE SALE WITH PLEASING 
PERSISTENCE. 

V. RESELL THE SHOES WITH COM- 
PLIMENTARY EMPHASIS. 

Vi. INVITE THE CUSTOMER BACK FOR 
FUTURE FITTINGS. 

Vil. KEEP AN ACTIVE CUSTOMER 
FILE AND WORK IT. 

Vill. ON QUIET DAYS USE THE TELE- 
PHONE DIRECTORY FOR NEW AC- 
COUNTS. 

IX. WRITE LETTERS AND MAKE PER- 
SONAL CALLS FOR “FLEET” SALES. 


X. TELL THE WORLD YOU'RE A SHOE 
SALESMAN AND WHERE TO FIND YOU. 





satisfactorily. He must know shoes, 
leathers, construction and their fea- 
tures. To be thorough, be sure your 
fitting diagnosis is correct and FOL- 
LOW THROUGH. 





How to Lead Customers 
To Point of Sale 


[CONTINUED FROM PAGE 23] 


With the right type of last and the 
proper size accurately in hand, Broza 
now is ready to inquire into the usages 
to which the customer expects to put 
his shoes, so from now on he works 
with that one view in mind. Intimate 
interest is also shown in exploring the 
extent of the customer’s present shoe 
wardrobe so that several different kinds 
of shoes may be presented, either for 
immediate sale or for future reference. 

In fitting men’s feet, Brazo has clas- 
sified four different basic types of feet, 
all of which are illustrated by the feet 
of his customers. These types are: 

1. The long, thin flexible foot, with 
ae arch and long toes as in photo 

o. 1. 

2. Short, thick feet as in photo No. 2. 

8. Short, contracted arch, a rigid foot, 
with short toes as in No. 3. A foot 
with a broad outside flare as in No. 4. 

In each case, the captions tell the 
Brazo method of shoe fitting. 

Aside from the customary good store 
practice of spending considerable time 
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and elbow grease on forming and pol- 
ishing display shoes, having the depart- 
ment in apple pie order at all times and 
choosing the words of each customer 
greeting with meticulous care, Bazo 
endeavors to make good impressions by 
doing unexpected little services. 

One pet method of his in cementing 
customers to his department is in the 
making of minor adjustments to shoes 
which will make the shoes more com- 
fortable at the start. “Shoes are made 
identical rights and lefts,” he said, “but 
human feet are seldom ever the exact 
same proportions. Conforming feet to 
shoes is sometimes a painful operation, 
so if we can conform the shoes to the 
feet at the start, lasting pleasurable 
impressions are apt to result. 

“In fitting feet properly, a real shoe 
fitter knows his types of lasts and the 
types of feet, so is able to convince a 
customer of this knowledge by actual 
demonstration. We all know it is far 
easier to fit the 26 bones in the feet 
than it is the one bone in the head, so 
sometimes it takes a strong, convincing 
sales talk to make the man understand 
the type of last he must buy in order to 
get the greatest amount of wearing 
satisfaction from his shoe purchase.” 





Washington News Reel 
[CONTINUED FROM PAGE 15] 


Of course, the lack of an agricultural 
and a wage ceiling is recognized as a 
bold bid for votes. Now is the time for 
Mr. Roosevelt to apply his aphorism. 
“An ounce of action is worth a pound 
of argument” if he is to have an even 
partially effective price control. 


* * * 


Arguments for repeal of the Neu- 
trality Act were presented in Domestic 
Commerce, issue of Nov. 11. The shoe 
and glove industries were mentioned as 
heavily relying on imports. The neces- 
sary imports and the places from which 
they are obtained are as follows: log- 
wood, from the British West Indies or 
Haiti; myrobalans fruit from India; 
quebracho from Argentina; sumac from 
Italy; valonia from Turkey; gambier 
from the Netherlands Indies, or Brit- 
ish Malaya; wattle bark from British 
East Africa or South Africa; nutgalls 
from China; divi-divi from Venezuela; 
hemlock bark from Canada; mangrove 
bark from British East Africa; and 
beeswax for shoe polish from the West 
Indies and Africa. 

7 - 7. 

Eager to continue what he said has 
been the admirable cooperation of 
1,700,000 distributors in maintaining 
prices at fair competitive levels, Price 
Administrator Henderson has appointed 
Edgar J. Kaufman, Pittsburgh, presi- 
dent of Kaufman Department Stores, 
Inc., as consultant on distribution prob- 
lems for OPA. Toe Mr. Kaufman has 
been assigned the task of advising on 
problems relating to pricing and dis- 
tribution of finished goods with special 
veference to “scare buying.” He also 
will advise in the preparation of price 
administration programs in the finished 
goods field, reduction of waste in dis- 
tribution, and on problems arising from 
unethical practices of either retailers 
or manufacturers that affect prices. 

Mr. Kaufman is a director of the 
National Retail Dry Goods Associa- 
tion; a trustee of the American Retail 
Federation; founder and associate staff 
member of the Research Bureau for 
Retail Training, University of Pitts- 
burgh, and president of the Labor 
Standards Association ef Pittsburgh. 

. . = 

Burton E. Oppenheim has been ap- 
pointed as price executive of the tex- 
tiles, leather goods and apparel section 
of OPA. Mr. Oppenheim, who has been 
acting as executive assistant to Lessing 
J. Rosenwald, Chief of the Bureau of 
Industrial Conservation of OPM, re- 
places Paul M. O’Leary, who has been 
made assistant director of the OPA 
price division. Mr. Oppenheim is on 
temporary loan to OPA from the De- 
partment of Labor, where he was direc- 
tor of the industry committee branch 
of the Wage and Hour Division. For- 
mer president of a clothing manufac- 
turing firm in Baltimore, Mr. Oppen- 
heim in 1984 was deputy administrator 
with the NRA in charge of codes deal- 
ing with the apparel and allied indus- 
tries. 
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VUROCEO 


Buoyant 

Lightweight leather for unlined shoes 

Gives a skin-like protection. . . . 

Luxurious softness to sensitive, tired, coddled feet. 
NUROCCO is enhanced by 

Polish . . . bootmaker or antique. 

NUROCCO is scuff-resistant, water-repellent, durable. 


STERLING DIVISION 


Fourth and Monroe Streets, Wilmington, Delaware 





Boston Shoe Fair Exhibitors 
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Grosvenor Shoe Co.., 
Hallowell Shoe Co... 
Hannahsons Shoe Co..... 
Harold Shoe Co.. 
Harvard Shoe Co. . 
Hauthaway & Sons, Inc., GL. 
Headway Shoe Corp. 
Heilbrunn & Sons, J 
Hermal Shoe Co 
“Hide, Leather and Shoes” 
Highland Shoe Co., 
Hi-Grade Footwear Corp........... 
Holly Shoe Co 
Holtz Shoe Co., 
Homosote Co. .... 
Horn & Short Shoe Co. : 
Horwitz Co., Inc., Vincent............ .874 
Hubbard Shoe Co., Inc. 
Hyde & Son Co., A. R... ..W816-ws8i8 
Inter-Allied Slipper Co...............760 
International Fabric Corporation. . 607 
Irelond Shoe Co., R. B.. .530 
Interstate Shoe Co. 585-586-588-673-675-677 
Jacobs’ Sons, Inc., A.. RA .526 
Jay Shoe Mfg. Ces... em 
Jean's, Inc. .. * W602 
Johnson-Baillie Shoe Company 

(Levi-Weiss Sales mitian 669 
Joyce Shoe Co ee 
Kepner Scott Shoe Co. .. W601 
Kesslen Bros. Inc... ... —oe 
Kesslen Shoe Co........ 865-867 
Kimel Shoe Corporation . . 1001-1003 
Klev-Bro Shoe Co..... 
Knipe Bros. Inc 
Koss Shoe Co., Inc... 
Kramer Shoe Co., Inc... 
Kreider Shoe Co., The A. 5S. 
Kreider Shoe Mfg. Co., A. S. 
Kreider & Son Co., A. S. 
Kyros Shoe Co., Inc., P. 
Laconia Shoe Co., Inc... . 
Laganas Shoe Co., Chris. . 
Langerman Shoe Corp. 
Lebon Shoe Co. 
Leeds Shoe Co. 
Lenox Shoe Co..... 
Leonard & Barrows Shoe Co.. 
Lester Shoe Co.... 
Levi-Weiss Sales Company . .669-671 
Levine, Al and Sol.. . 754-756 
Libby Shoe Company............. 531 
Lincoln Shoe Co., Inc........... . .622 
Lind Shoe Co.. bis gre’ .420 
Little Welt Shoe Co. ES Ee 
Lithox Corp., The........... Svfaaeee 
Lorman Shoe Stylist .... 759 
Louis Shoe Co.... _... 701-703 
Lown Shoe Co., inc.. .W1014- W1016-WI10I8 
Lumbard-Watson Co. ...... . 958-960 
Lunder Shoe Corporation. . 869-87! 
Lynn Last Company. . .617-619 
Maidwell Shoe Company, ee 
Maine Shoes, Inc.. “ . 582-584 
Maistrosky, S. J...... ‘ogee 
Marilyn Sandal Corporation. . . 506-508 
Marks & Sons Co., The L. V.... 784-786 
Martin & Tickeles Shoe Co..... . .700-702 
Maxwell Shoe Co.......... 
Maybury Shoe Co........ 
Mayer-Herman Co. . Pe Soy 
Mayville Shoe Corporation vi. « hua 
Medway Shoe Mfg. Corporation...... .735 
Medwed Footwear Co.........W502-W504 
“Men's Wear" .. Mezzanine 
Metro vie ba ee 
Migas Shoe Company. . J nie 
Miller, Hess Shoe Co. .. . 682-684 
Milton Shoes, Inc........ . .969-971 


Inc., Herbert. 


1031-1052 
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Minns, Michae! J 

Minor & Son, Inc., P. W... 
Mitchell Shoe Co., 

Mitchell & Smith 
Monarch Shoe Co........... 
Monarch Shoe Co 

M River M i 
Municipal Shoe Co 





Murray Shoe Co............. 
Muskin Shoe Co., The............. 
Mutual Shoe Corp........... 


Myers & Sons, Inc., D 
Myrna Shoe Co. 


National Shoe & Lea. Co., Inc 


National Shoe Mfg. Co.. ine.. 
Nemro Shoe Co. 


New England Shoe ‘and Leather 


Association ... 
New England Slipper Co... 
Newhall Slipper Co., Edw... 


Norma Footwear Corp....... agg 
Norwalk Tire & Rubber Co........ 


Norway 

Old Town Rubber Co 
Orange Shoe Mfg. 
Ornsteen Shoe Co 
Orono Moccasin Co.. 
O'Sullivan Rubber Co., 
Panther-Panco Rubber Co. 
Paramount Slipper Co., 
Parker Shoes, Inc. 


Perthill Shee Co............ 


Parkway Shoe Corp. 
Peerless Footwear, Inc.. 
Penobscot Shoe Co.. 
Pfeiffer Company, Frank H.. 


Philips Shoe Mfg. Company. . ant 


Phyllis Shoe Company. . 
Pierce Co., C. S. 

Pilling Shoe Co., John. 
Pincus Shoe Corp. Lester. . 
Plastic Products Co........ 
Pli-Mode Shoe Co. 
Plymouth Rubber Co., In 
Plymouth Shoe Co. Gs 
Preston Shoe Company... 
Prime Shoe Co., Inc........ 
Putterman Footwear Corp... 
Ramsey's “They Cannot Rip" 
Recordia : apirmegeting Co., 
Respro, Inc. ... : 
Rest-Right Slipper, Ine... 
Rialto Shoe Co., Inc.. 
Rockingham Shee Co... 
Rondeau Shoe Co., H. O. 
Roth, Rauh & Heckel, Inc. 
Royal Shoe Co....... 

Royce Shoe Co.. 

Ruth Shoe Co 


tac. , Taree: 


Er 748-750 


770-772 
. . 1082-1084 


. «634-636 


. 630-632 
. 639 


W705 
834-836 

. 658 
W503 


a 


. 856 
. 561 


1069-1071 


. 825 

: .618 
. 625-627 
... 558 
. .722-724 
— 
1056 

. 1060 
.876 

... 409 
611-613 


_.W606-W608 


..... W810 
. .626-629 


Inc... .. . .633 


Saco-Moc Shoe Corp.............. 


Saks Shoe Corp., M. J 
Salem Shoe Mfg. Co., Inc. 


Sbicca Division, Empire Specialty 


Footwear Corp. ..... 


NSE eee 


Shelburne Shoes, Inc. 


106! 


_W706-W708 


.839 
. W614 


Sherman Bros. Mfg. ee ta 
Sherman Footwear Co.......... 


"Shoe & Leather Reporter" 


Silbulkin Shoe Co., Ines, M... ue 


Signal Chemical Co.. 
Silver Slipper Co 


Smith Shoe Corporation, Sem. . : 


Inc..... ; 


Somerset Shoe Co., 
Somersworth Shoe Co., Inc 


South Berwick Shoe Co............. 


Sportwelt Shoe Co. 


Stempress Folding System, Inc. i 


. 570-575 
. 678 
931-952 
589 
. 756 
. 879 


Parlor “D" 
....428 
... 758 
W702 


Specialty Shoe Reggie Co 
Stark Shoe Co 
Stedfast Rubber omeny, 2 Inc.. 
Stephen Shoe Co.. 
Sterling Last Corporation. 
Sterling Shoe Company 
Stillmon Shoe Co., H. C 
Stone Tarlow Co., 
Suffolk Shoe Co............--- 
Sun Shoe Manufacturing Co.. 
Superfine Slipper Co 
Supreme Shoe Mfg. Co 
Truitt Bros., ig De Se ony 
Unique Shoes, Bree ase 
United Shoe Machinery Corp. 
W714-W714-W718 
Universal Shoe Corp “5 
eS te Sere: 
Vamos, Alfred 
Vanity Shoe Co 
Venus Sandal Mfg. Co., Inc 
Venus Shoe Mfg. Co.. 
Vinecour Shoe Co., Inc......... 
Viner Brothers 
Vogue Shoe Corporation 
Vulcan Corporation 
Wales Import Co., Inc. 
Walton Co., A. G.. 
Ware Shoe Corp. < onthen 
Warner Shoe Company . al Ss egd bm ta Be 
Washington Shoe Co.. 
Weber Shoe Co. * 
Webster Shoe Corp. ; 
"Weekly Bulletin of Leather 
and Shoe News” 
Weinstein Shoe Co... 
Wheaton Shoe Co 
Wiley-Bickford-Sweet apn! 
Winston Shoe ba ott 
Wise Shoe Co. ‘ests 
Wolf Shoe Co., A. aren 
“Women's Wear Daily". .... 
Wood & Smith Shoe Co........ 
Wood & Smith Shoe Company 
(Levi-Weiss Sales Company). . 


Parker House 


Air-Tred Shoes, Inc.. 
Altman Bros. Shoe Mfg. Co... 
Athletic Shoe Co 
Bancroft Walker Co.. 
Boston Shoe Fair Headquarters *. 
Bates Shoe Co. -.... . 408-410 
Bellaire Shoe Company. . 332-334-336 
Brauer Bros. Shoe Co. 242 
Brockton Co-operative Shoe Coe...:.:..38 
Brown Shoe Co., Inc.. _ 266-314-316 
California Shoes, reset 
...... -620-622 
Clark Shoe Company............ . .220-222 
Clover Shoe Mfg. Co....... eee 
Connell Shoe Co., Inc., J. M. . 502-504 
Connolly Shoe Co. its ne 
Curtis Shoe Co., Inc... .. 412-414 
Curtis-Stephens-Embry Co. ... 306-308-310 
Devine & Yungel Shoe Mfg. Co... .450-464 
Dickerson Co., Walker T. eee 
Dixon-Bartlett Co. ...... 
Drew Shoe Co., Irving. . 
Dunn & McCarthy, Inc.. 


Edgewood Shoe Factories. . 

Edwards & Co., Inc., J.. 

Enna Jettick Shoes, inc..... 

Florsheim Shoe Co. 

Foot Delight Shoes 

Forest Park Shoe Company..... 
[TURN TO PAGE 35, PLEASE] 
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UNISHANK 


the depend. able a 


The steel shank is correctly posi- 
tioned on the insole with a simple 
and precise grading device. 


The Unishank fibre reinforcer 
is placed between centraliz- 
ing guides. 


Operation of the machine assembles 
each member... insole, steel and 
fibre in correct uniform position 
ready for Unishank moulding. 


A nest of assembled and moulded 
Unishank Insoles illustrating preci- 
sion of Unishank grading. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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210 Associates to Hold Banquet; 
Officers Elected 


Boston, Mass.—The fourth banquet and entertain- 
ment of The 210 Associates, Inc., to be held in the 
Imperial Ballroom Suite of the Hotel Statler, Boston, on 
Monday night, December 1, again promises to be the 
social highlight of the Boston Shoe. Fair. 

Reservation cards were mailed to the Shoe Trade 
about two weeks ago. “Judging from the early response 
for reservations,” said Abe W. Berkowitz, chairman of 
the Banquet and Entertainment Committee, “this ban- 
quet will be an even greater success than our three 
previous shows. Our committee has lined up a show 
that will be the best we have ever put on and we are 
making preparations to accommodate over 1000 guests.” 

The Committee strongly recommends that, in order 
to avoid disappointment in getting tickets due to the 
limited number of guests that can be accommodated, all 
reservations, accompanied by check, be sent early to The 
210 Associates, Inc., at 210 Lincoln Street, Boston. 

Assisting Mr. Berkowitz on the Banquet Committee 
are: A. A. Bloom, Saco-Moc Shoe Corp., vice-chairman ; 
Sidney Barr, Harold Shoe Co.; A. A. Cerf, Venus Shoe 
Corp.; Albert E. Gordon, Sibulkin Shoe Co.; Philip H. 
Green, Gardiner Shoe Co.; Charles Henry Jacobs, 
A. Jacobs & Sons; Charles Gutman, Lincoln Shoe Co.; 
Barney Kane, A. S. Burg & Co.; George N. Levy, Vale 
Shoe Co.; Joseph W. Macpherson, John R. Evans & 
Co.; Frank Masterson, Hub Shoe Co.; Walter Reinstein, 
John E. Daniels & Co.; Frank Rosello, Frank Rosello 
& Co.; Robert H. Ross, Bristol Fabrics Co.; Daniel J. 
Seletsky, Bourque Shoe Co.; and George Shapiro, 
A. Shapiro, Inc, 

The third annual meeting of The 210 Associates, Inc., 
was held November 5 and the following slate was elected 
for the coming year: 

T. Kenyon Holly, Holly Shoe Co., president ; Nathaniel 
P. Lyons, Saco-Moc Shoe Corp., first vice-president; 
Joseph T. McCauley, Allied Kid Co., second vice-presi- 
dent; A. S. Burg, A. S. Burg Co., third vice-president; 
Edwin M. Kassel, A. Shapiro, Inc., treasurer; and 
Morris Rosenston, Cannon Shoe Co., secretary. 

Elected as directors for a three-year term were A. A. 
Bloom, Saco-Moc Shoe Corp.; Albert A. Lappin, A. Sha- 
piro, Inc.; Joseph W. Macpherson, John R. Evans & 
Co.; Walter Reinstein, John E. Daniels & Co.; and 
Alfred Schachat, Connolly Shoe Co. 

Elected as directors for a two-year term were Harry 
Aronson, Martin-Tickelis Shoe Co.; Abe W. Berkowitz, 
Bourque Shoe Co.; Albert E. Gordon, Sibulkin Shoe 
Co.; C. Henry Jacobs, A. Jacobs & Sons; Louis C. 
Jacobs, Hallowell Shoe Co. 

Elected as directors for a one-year term were Albert 
A. Cerf, Venus Shoe Corp.; Edward A. Goodman, Frank 
C. Meyer Co.; Francis-B. Masterson, Hub Shoe Co.; 
Daniel Myerberg, South Berwick Shoe Co.; and Hyman 
Snider, Universal Shoe Corp. 


Boot and Shoe Recorder 





Boston Show to Reveal Spring Trends 


[CONTINUED FROM PAGE 18] 


It is emphasized by the committee in 
charge of the Boston Shoe Fair that, 
while held in New England, it has no 
sectional limitations insofar as the geo- 
graphical distribution of exhibitors is 
concerned. In addition to companies 
whose factories are in Maine, Massa- 
chusetts and New Hampshire, a num- 
ber of St. Louis manufacturers also 
have made applications for sample 
rooms, as well as many of the leading 
Cincinnati companies and others. The 
listing of exhibitors on the opposite 
page makes this clear. 


While strictly a business show, dur- 
ing which buyers will have ample op- 
portunity to compare and shop from 
room to recom, there is one social affair 
which, begun last year, is to be re- 
peated by popular request this year. 
Reference is to the banquet of the 210 
Associates, Inc., a shoe salesmen’s or- 
ganization which will stage not only a 
banquet but unique entertainment fea- 
tures as well on the evening of the 
opening day—Dec. 1. The ballroom of 
the Hotel Statler has been reserved for 
the occasion. 


In charge of this year’s December 
show is a committee headed by Louis H. 
Salvage, Louis H. Salvage Shoe Co., 
Manchester, N. H., who, as president 
of the New England Shoe and Leather 
Association is ex-officio chairman of the 
committee; H. O. Rondeau, H. 0. Ron- 
deau Shoe Co., Farmington, N. H., 
chairman; Charles T. Cahill, United 
Shoe Machinery Corporation, Boston, 
vice-chairman, and Maxwell Field, sec- 
retary-manager. Other members of the 
committee are: 

Robert H. Adams, Charles Cushman 
Company, Auburn, Maine; J. Edson 
Andrews, Gale Shoe Mfg. Co., North 
Adams, Mass.; S. D. Ansin, Ansin Shoe 
Mfg. Company, Athol, Mass.; A. F. 
Rancroft, Bancroft Walker Company, 
Waltham, Mass.; George Barkin, A. R. 
Hyde & Sons Co., Cambridge, Mass.; 
A. W. Berkowitz, Bourque Shoe Com- 
pany, Raymond, N. H.; T. J. Callahan, 
W. L. Douglas Shoe Company, Brock- 
ton, Mass.; Samuel L. Cantor, Dart- 
mouth Shoe Company, Brockton, Mass. ; 
L. M. Carroll, Norway Shoe Company, 
Norway, Maine; George A. Dempsey, 
Farmington Shoe Manufacturing Co., 
Dover, N. H.; Daniel J. Danahy, H. H. 
Brown Shoe Co., Worcester, Mass.; 
William E. Doyle, Doyle Shoe Com- 
pany, Brockton, Mass.; Arthur L. 
Evans, L. B. Evans’ Son Company, 
Wakefield, Mass.; Louis Hartman, 
Hartman Shoe Mfg. Co., Haverhill, 
Mass.; J. Izenstatt, Jay Shoe Mfg. Co., 
Cambridge, Mass.; C. Henry Jacobs, 
A. Jacobs & Sons Co., Lynn, Mass.; 
Samuel J. Katz, Hubbard Shoe Co., Inc., 
Rochester, N. H.; A. L. Kleven; Kleveri 
Shoe Company, Spencer, Mass.; W. L. 
Knipe, Knipe Bros., Inc., Ward Hill, 
Mass. ; Joseph Koss, Koss Shoe Com- 
pany, Auburn, Maine; Paul O. Mac- 
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Bride, Milford Shoe Company, Milford, 
Mass.; Roy Maling, Hermal Shoe Com- 
pany, Everett, Mass.; Henry B. Rosen- 
thal, Rosenthal & Doucette, Inc., Bever- 
ly, Mass.; Frank S. Shapiro, National 
Shoe Corp., Marlboro, Mass.; Benja- 
min Stone, Stone-Tarlow Co., Inc., 
Brockton, Mass.; Samuel L. Slosberg, 
Green Shoe Mfg. Company, Boston, 
Mass.; E. H. Sulkis, Stein-Sulkis Shoe 
Company, Haverhill, Mass.; James E. 
Wall, Wall-Streeter Shoe Co., North 
Adams, Mass.; Francis B. Masterson, 
President, National Association of Shoe 
Wholesalers. 


Boston Fair Exhibitors 
[CONTINUED FROM PAGE 32] 
Room No. 


Freedman & Sons, Inc., A. . 428-430 
Gilbert Shoe Co. by 2 os. 264 
Godman Co., H. Cc. 644 
Gordon Reuben Shoe Co., Inc. 528-539 
Gray Bros., Inc... .. 526 


Gregory & Read Company. 24” 
Hannahsons Shoe Co. 304 
Heel Hugger Shoes, Inc. 628 
Hill Bres. Co... .. 

Huth & James Shoe Co. 


Johnson, Stephens & Shinkle. . 

Juvenile Shoe Corporation 

Keith, Keith & ~er he 

Kleinert Rubber Co., 

Kleven Shoe Co.. : 

Life Stride Div., Milius Shoe Co. 

Meis Shoe 

Metropolitan ohors 

Middletown Footwear, Inc. 

Milius Shoe Co..... 

Miller Shoe Company 

Modern Miss .... 

ee Inc. 

Musebeck Shoe Company... 
Shoemakers 


Scholnick Shoe Co. 

Selby Shoe Co., Inc., The. . 

Simplex Shoe Mfg. aes 

Smith Shoe Co., G. Edwin 

Sportster Londonaire Bootmakers 
Stein-Sulkis Shoe Co. 

Swan Shoe Co.., Inc. 

Taylor Corp., E. E. 418-420 
True Step Shoes, Inc. es 
Tupper, Inc. 7 524 
Unity Shoe Co. .. 212-214-216 
Virginia Shoe Co. 218 
Vitality Shoe Co. 240 
Walkin Shoe Co.. 650 
Waverly Shoes, Inc. ; 230 
Wolf-Tober Shoe Mfg. Co. 612-614 
Wright & Co., Inc., E. T..... 664-666 
Zulick & Co., J. S. 546 














“MY WORK IS A 
GENUINE PLEASURE”’ 


says 
Mr. Preston Billau 


MANAGER 


HEALTH SPOT SHOE SHOP 
186 N. MARKET ST. 
WICHITA, KANSAS 


“It’s a great satisfaction to see 
such wonderful results in foot 
comfort,” says Mr. Billau. 


And he goes on to say, “I made 
more money the first year with 
Health Spot Shoes than I did 
in any single year the 14 years 
I’ve sold shoes.” 


Under the Health Spot Shoe 
Shop plan, many men for the 
first time are having a chance 
to capitalize on their ability. 


Health Spot Shoe Shop opera- 
tors put a lot of energy and 
enthusiasm into their work be- 
cause it benefits them to do so. 


MEN WANTED 


No investment is required to 
operate a Health Spot Shoe 
Shop. 


You can use your knowledge of 
shoe retailing to the fullest ex- 
tent and be properly rewarded 
under this unique plan which 
pays a regular weekly salary 
plus a liberal share of the 
profits. 


Send for an application blank 
today if this profit-sharing plan 
appeals to you. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 











We Serve A Great Industry! 


SHOES$—are one of the most vital of all articles of wearing apparel. 
Good shoes are necessary for good work—and we serve 
the makers of good shoes in the United States, Canada 
and elsewhere. 


GRO-CORDS—-RAW-CORDS, NEO-CORDS and CRAFT-CORDS are good 
“bottoms”. They belong on good shoes and you at the 
“customer contact” need have no hesitancy in telling your 
customers what these soles and heels will do as far as 
wear and non-slip features are concerned. 


NOW—for 22 years our product has been made to a high standard 
of quality and that standard is being maintained. Ship- 
ments may be slightly delayed occasionally because of 
raw materials, but GRO-CORD quality will always be 


“tops”. 
you—at the fitting stools can have complete confidence in the 
shoes you are selling and their longer wear value when 


they are equipped with any one of these genuine cord- 
on-end styles as pictured at right. 


THE LIMA CORD SOLE & HEEL COMPANY « LIMA, 





Boston Fair Exhibitors 


[CONTINUED FROM PAGE 35] 


Room No. 
Ajr-Kushin Shoes, Inc 
Beford Shoe Co., Inc., A. J 
Boston Athletic Shoe Co.. 


Braga Shoe Co. .......... ....-. 569-57! 
Burlington County Shoe Co... ...... .W508 
POT ee ee 439 
Colonial Shoe Machinery Corp........559 
Cooper Play Shoe Co .. .W703 
Fashion Bilt Shoe Co 

Foster Shoe Co., Inc., A. J. ......... 
Humphrey & Parker 

Nemco Shoe Co. 

New England Slipper Co. har i 
Ornsteen Shoe Co. .................. 614 
Parker Shoes, Inc. 

Pfeiffer Company, Frank H 

Queen City Shoe ied Corp 


Stetson-Abbott Shoe Co. 


36 


Conformal Footwear Co........ 
Keystone Slipper Co. ........ 
Mayer Shoe Co., Fred A. 


Donates Shoes for the Needy 


ATLANTA, Ga.—A gift of 1,200 pairs 
of new shoes has been made the Fulton 
County Welfare Department by Irving 
Edison, of St. Louis, head of Edison 
Brothers, who read a recent appeal by 
the department for shoes for the needy. 
The shoes were delivered to the depart- 
ment by Robert Harper, district man- 
ager for Edison Brothers, and Walter 
Randolph and W. D. Crumley, man- 
agers of the two Burt Shoe Store units. 


Wisconsin Notes 


Peter Hansen, for many years fore- 
man at the B. D. Eisendrath Tanning 
Co., Racine, before his retirement, and 
Mrs. Hansen, recently observed their 
60th wedding anniversary. The Han- 
sens have three sons, a daughter, ten 
grandchildren and ten great grand- 
children. 


Earl D. Miller, secretary of the 
Heckert Shoe Co., Appleton, has been 
elected a director of the Kiwanis Club 
in that city. 

Tony Snyder of Snyder’s Bootery, 
Oshkosh, is receiving numerous com- 
ments on his twice weekly “Itzafact” 
newspaper advertisements. The ads 
inform the public on such matters as 
“pencils don’t use lead,” “tin cans are 
not tin” and “the average oyster pro- 
duces about 50,000 eggs annually.” 
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Continued Strength in Hide Market Forecast 


Supplies of Domestic Hides Far Short of Current Demand, 
and Ceiling Prices Are Two Cents under Comparable 
Argentine Quotations 


New York —Rarely has the hide 
trade experienced such unabated pres- 
sure to buy over so long a period as 
has been noted the last few months. 
Indications are that the present market 
condition will continue for a consider- 
able time to come. Since the ceiling 
prices have been instituted, big packer 
hides have found a ready market from 
tanners and at the present time all 
selections are well sold up, with leading 
packers having ro more than the cur- 
rent kill. The difficulty that killers 
have experienced has been in satisfying 
the demand. This has at times been 
impossible, but a basis of allocations 
has been found by packers in that they 
calculate the business consummated 
with regular tanner customers for the 
last two years and apportion part of 
each week’s kill in ratio to the previous 
purchasers by these tanners. In this 
manner, packers are being as fair as 
possible with their tanner customers 
under prevailing conditions. 

In substance, the hide situation has 
been, still is and should continue strong. 
Supplies of domestic hides fall far short 
of the demand, and while the current 
weekly takeoff is larger than for sev- 
eral months past, there is much to be 
desired as far as the supply situation 
is concerned. That the demand will re- 
main quite broad, although somewhat 
slower than the present record is indi- 
cated by the fact that the call for some 
selections of leather has been less urg- 
ent and that shoe production may taper 
off slightly from the enormous rate of 
production for, the year thus far. 

Based on intimations from official 
Washington, there is no likelihood of 
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any early upward revision in the ceiling 
prices for raw hides. This in spite of 
the fact that, quality considered, do- 
mestic hides are the cheapest in the 
world market and more than two cents 
a pound under comparable Argentine 
hides. In this connection it must be 
borne in mind that we are rapidly and 
steadily veering to a war economy. The 
trend is toward higher prices for com- 
modities generally, as well as labor. 
Although the price contro] legislation 
may be put into effect within a number 
of weeks, there is every indication that 
this bill will only be a stop-gap and 
will not effectively check the upward 
trend. This in conjunction with the 
higher living costs, greater taxes and 
other factors may eventually result in 
an upward revision in the ceiling prices 
of raw hides. 

Meanwhile, a gradual widening in 
the differences between foreign hides, 
and particularly Argentine, and domes- 
tic hides is indicated. Currently, Argen- 
tine standard heavy frigorifico steers 
are quoted at 16 cents, to which must 
be added insurance, plus the 5 per cent 
import duty into the United States, 
while comparable domestic grades would 
be butt branded steers, which are at 
the ceiling levels of 14% cents. Some 
years ago Argentine hides moved to a 
premium of almost 6 cents a pound over 
U. S. hides. This was caused princi- 
pally by the eager demand for the 
South American hides from Europe, 
and the fact that the hides at this time 
of the year in the Argentine,-and for 
several months thereafter are short 
haired, and more desirable than the 

[TURN TO PAGE 40, P_EASE] 
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Florsheim Resigns as 
Shoe and Leather Chief 


WASHINGTON, D. C.— Douglas C. 
MacKeachie, Director of Purchases, 
Office of Produttion Management, has 
announced that because of pressure of 
private business, Harold Florsheim, 


HAROLD FLORSHEIM 


Chief of the Shoes and Leather Prod- 
ucts Section in the Textile, Clothing 
and Equipage Branch, has found it 
necessary to return to Chicago. 

“I regret very much that Mr. Flors- 
heim finds it impossible to continue as 
active head of this section,” Mr. Mac- 
Keachie said. “Fortunately, he will re- 
main attached to the Division of Pur- 
chases as a member of the division’s 
advisory committee.” 

Mr. Florsheim, who is first vice-presi- 

[TURN TO PAGE 38, PLEASE] 





oh, YOU THINK 
ALL BABY SHOES 


2 ARE Allie? 


HERE’S EVIDENCE THAT IDEAL BABY SHOES 


ARE Dflorent . ae 


Unfortunately for the tiny feet that wear them, all baby shoes 
are not like Mrs. Day’s Ideal Baby Shoes. Intensive research has 
shown her that certain leathers and fabrics are “musts” in certain 
parts of baby shoes. For example: Uppers and counters must be 
carefully skived and strongly, yet flatly stitched so that they 
hold the baby’s heels snugly and gently, with no chaffing. First 
principle of successful baby shoe merchandising is absolute pro- 

tection of the infant foot. Mrs. Day's 

ideal Baby Shoes are the practical and 

profitable method to assure that principle. 


Style 405. Flexible hard sole—Elk leather 
—white, smoke, tan—walking shoe made 
in the special narrow last 44C. A shoe 
that has long been needed for the child 
with a s'im dainty foot. 





| 








Florsheim Resigns as 
Shoe and Leather Chief 
[CONTINUED FROM PAGE 37] 


dent and secretary of the Fiorsheim 
Shoe Company, Chicago, has been an 
official of the Division of Purchases 
since early last Spring, and has had an 
active part in assisting the Army with 
its huge shoe procurement program. 
More recently he helped organize the 
Defense Advisory Committee for the 
Shoe and Leather Industry in conjune- 
tion with the Shoe and Leather Prod- 
ucts Comniodity Section. 

Announcement of his successor will 
be made later. 


Joseph L. Katzif Recuperates . 
Following Operation 


St. Louts—Joseph L. Katzif, well 
known sales representative for Johnson. 
Stephens & Shinkle Shoe Co., has been 
recuperating at his home here follow- 
ing a recent operation. In a recent 
mention in the RECORDER’s personal 
news column “Round the Trade,” an 
error occurred in the reference to the 
firm connection of Mr. Katzif. He cov- 
ers St. Louis for Johnson, Stephens & 
Shinkle Shoe Co., alsc the States of 
Wisconsin, Nebraska, Iowa and part of 
Colorado. He is well known through- 
out the trade and has the best wishes 
of a host of friends and acquaintances, 
including both merchants and fellow 
salesmen. . 


Phillips to Move 
Downtown Store 


Detroit, Micu.—The Phillips Shoe 
Company, which has operated two De- 
troit stores for many years, is prepar- 
ing to move its downtown store, now 
at 275 Gratiot Avenue, to the corner of 
Gratiot Avenue and Broadway. The 
new store is on a main business corner 
of downtown Detroit, that has just beer. 
made even more prominent by the com- 
pletion of a long-term street-widening 
project. 

Modernistic treatment of the window 
and store front, with entrances on both 
streets, will characterize the new store, 
which is about a block from the old 
location. Phillip Eisenshtadt is the 
proprietor of the store. 


Coast Firm Takes 
Larger Space 


Los ANGELES, CALIF.—The Los An- 
geles Shoe Manufacturing Co. is mov- 
ing to 3761 South Hope where they will 
occupy twice as much space. This move 
will enable them to produce 5,000 pairs 
daily of their specialties, wedge type 
play shoes which retail in the popular 
price bracket. Back orders which as- 
sure this output for a considerable 
length of time are now on the books, 
according to Phillip Aronov, head of 
the concern. 
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FITZ BROS. CO. Sa me 
Auburn, Maine own 
UNITED LAST CO. 

Brockton, Mass. And so must the shoe — and back of all proper 
© Leora ~ fitting shoes are the lasts over which they 


STEWART & POTTER CO. 
Seahien 10%, are made. 
EMPIRE LAST WORKS : 
. ny For years the United Last Company has exerted 
KRENTLER BROS. CO. its efforts to produce and grade its lasts with 
St. Louis, Mo. 
KRENTLER BROS. CO. 
Milwaukee, Wis. 
UNITED LAST CO. LTD. 
Montreal, P. Q. in all sizes and widths in the history of the 


utmost uniformity and precision. An outstand- 


ing reputation for making the best-fitting lasts 


STYLE STUDIO . : 
Marbridge Bids., N. Y. industry is our reward for these efforts. 


UNITED — COMPANY. 


Mba oremost Sua" 


140 FEDERAL STREET * BOSTON, MASSACHUSETTS 
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$5.00 PRIZE-WINNING 


OF SHOE SALESPEOPLE 


Submitted by: MISS MAXINE GREENE 





J. My peeve is the customer who expects us to exchange in October 
shoes that she bought in July. Usual excuse: “I’ve bought a new 
brown coat, and I’d like brown shoes to match it.” 



































2. After a tactful refusal, the smart move is to sell her the brown 
shoes she needs. Here Scuffless “‘Pyraheel” helps make a sale, since 
you can point out the fact that, in addition to being scuffless, it 


will not fade in snow or rain. 


You can avoid complaints by specifying 
Du Pont Scuffless “Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra — 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels on your nezt order. 





HOW TO WIN $5.00 











Continued Strength in 
Hide Market Forecast 
[CONTINUED FROM PAGE 37] 


Winter hides in the United States. It 
is the consensus that a similar differ- 
ence may be witnessed between the Ar- 
gentine and the U. S. hide market be- 
fore the end of this Winter. 

The hide ceiling schedule has proved 
to be a great boom to the tanning in- 
dustry. Leather prices have been rela- 
tively firm. While labor costs have 
been increased, the cost of the raw ma- 
terial remains intact. Demand for 
leather has been unprecedented the last 
few months, and at times tanners found 
it expedient to decline further business, 
with inventories of finished leather kept 
at a low point and stocks shipped out 
on orders as rapidly as ready. Such a 
demand, however, is not in evidence at 
this time. A slowing down has been 
noted recently, although in the last 
week or two a resumption of broader 
buying of sole leather has been seen, 
with fair bookings made up to February 
delivery. It is this broad demand for 
leather which virtually assures the 
maintenance of the ceiling prices for 
raw hides in spite of the fact that the 
quality of hides will continue to deteri- 
orate for the next few months. 

The reduction in the import duty on 
hides which became effective Novem- 
ber 15th under the trade agreement 
with Argentine, will apply to all coun- 
tries except Germany under the favored 
nation treaties. While no let up in the 
large importations from the Argentine 
should be witnessed, new business in the 
cheaper line of foreign hides is expected 
to taper off somewhat for the near 
future. This can be attributed directly 
to the shipping situation more than to 
any other influence, but this should 
prove to be purely a temporary situ- 
ation. 

Record breaking shoe production arid 
sales this year are not expected to be a 
material influence in next year’s pro- 
duction. An output for 1941 of almost 
500 million pairs has afforded retailers 
an opportunity to build up good sized 
inventories. This is discerned by the 
fact that retail sales have been well 
under the rate of production. While 
it is probable that retailers may gauge 
their future purchases closer to sales, 
maintaining their inventories intact as 
reserve, and would imply a much les- 
sened demand from retailers, the fact 
remains that more liberal purchases of 
shoes and leather goods by the U. S. 
Quartermaster Depot in conjunction 
with the likely large shipments of shoes 
and leather goods under lease-lend, may 
serve to take the slack out of the mar- 
ket. It is pointed out that of the shoe 
production for the first 9 months this 
year, government orders have accounted 
for approximately three per cent, but 
in comparing the production of shoes 
for government account, with men’s 
shoe production, the total is approxi- 
mately 12 per cent. This is a much 
smaller percentage than the Government 
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purchases in other industries. Then, 
again, in view of the possible trans- 
portation difficulties, and slowness of 
deliveries, in some months when needs 
for defense purchases become accentu- 
ated, it may be extremely desirable 
from the shoe retailer’s point of view 
to maintain more than the normal shoe 
inventories. 

The statistical position in hides 
showed no material change during the 
month of September. Cattle hide move- 
ment into sight amounted to 2,315,000, 
a slight decrease compared with Au- 
gust, but substantially above Septem- 
ber last year. Total wettings were 
2,382,000, slightly under August, while 
leather production showed a smal] in- 
crease from the month previous, and 
consumption substantially the same. 
Stocks in the visible in equivalent cattle 
hides amounted to 13,523,000, or an in- 
crease of 26,000 pieces compared with 
August, and almost 600,000 greater 
than a year ago, according to figures 
released by Tanners Council of America. 





New Officers Named for 
Pittsburgh Retailers 


PITTSBURGH, Pa.—Officers of the 
Pittsburgh Shoe Retailers Association 
were elected during a recent meeting 
at the Roosevelt Hotel, here. The elec- 
tion was held earlier this year than 
heretofore due to the fact that Ernie 
Lample, formerly of Rosenbaum’s, 
moved to New York City early this 
year. The Pittsburgh Shoe Retailers 
Association is celebrating its 29th 
birthday this year, having been formed 
in 1912. Most of the six founders are 
still in the shoe business. 

The officers elected were: John Rehl- 
ing, Rehling-Nettleton Co., president; 
H. W. Ritter, Ritter & Morrison, vice- 
president; J. B. Morrison, Ritter & 
Morrison, treasurer, and Don Poske, 
The Sun-Telegraph, secretary. 


Marott Employees Group 
Names Officers 


INDIANAPOLIS, IND.—At the annual 
meeting of the Marott Shoe Store Em- 
ployees Mutual Benefit Association, 
held recently, Warren Hayworth was 
elected president, succeeding Ralph 
Noel. Other officers elected were Jeffrey 
Deprend, vice-president; Jeanne Mc- 
Arthur, secretary; Lewis H. Noble, 
treasurer, and Virgil Gebauer, Lola 
Jennssen, Marion Faith, Frank North, 
Ralph Noel, Claude Welch and Everett 
Shobe, directors. The meeting was at- 
tended by more than one hundred em- 
ployees and friends. 





Contracts Awarded for 
Service and Garrison Lasts 
Boston, Mass.—Following the open- 
ing of informal bids, contracts have 
been negotiated at the Boston Quarter- 
master Depot covering the manufacture 
of 5,214 pairs of the hinge-type lasts 
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You can depend upon it, your 
customers will be so enthusiastic 

about Matrix Shoes that they'll do plenty 
of missionary work for you. And, 















POOR JOE! HE WANTED TO CONVERT 
THE NATIVes TO MATRIX? 






BROOK WOOD 
No. 281 


except among barefoot savages they'll get a lot of converts. 

Right now, when it’s easier to get new customers for better shoes, 
the ability of Matrix to produce repeat business is especially 
important to you. Matrix will make your new 
customers permanent customers. 


Write for the Matrix merchandising plan for 
getting and keeping better shoe business. 
















over which Army shoes are made. Con- 
tracts are as follows: 

Jones & Vining, Inc., Brockton, Mass., 
1,000 pairs; United Last Co., Brockton, 
1,000 pairs; George E. Belcher Last Co., 
Stoughton, Mass., 999 pairs; Arnold 
Bros. & Co., East Weymouth, Mass., 
1,215 pairs; Woodard & Wright Last 
Co., East Bridgewater, Mass., 1,000 
pairs. The unit price in each case was 
$1.65 per pair, unchanged from the 
last contracts to be awarded. 

Three days later, another negotiated 
contract for 998 pairs of the same type 
of lasts was awarded to the George E. 





Belcher Co., bringing the total awards 
to that company to 1,997 pairs. As in 
the first contract, the price per pair 
was $1.65. 

At the same time contracts were 
awarded to manufacture 3,767 pairs of 
oxford lasts of the type over which 
garrison shoes are made, at a flat price 
of $1.68 per pair. Sharing in these 
awards were the United Last Co., Law- 
rence, Mass., 941 pairs; Arnold Bros. & 
Co., East Weymouth, Mass., 940 pairs; 
Vulean Corporation, Brockton, Mass., 
945 pairs; and McNichol & Taylor, Inc., 
Lynn, Mass., 941 pairs. 
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Shoe Merchants’ Guild 
Holds Luncheon Meeting 


PHILADELPHIA, Pa—A meeting and 
luncheon of the Philadelphia Shoe Mer- 
chants’ Guild held recently at the Hotel 
Adelphia as usual found much develop- 
ing of interest to its members. Among 
other things the date set for publicly- 
advertised sales of merchandise at re- 
duced prices was January 5th before 
which no public showing of comparative 
prices would be made in window dis- 
plays or advertising. Such sales pro- 
motions as may be made by private 
communication, or reductions not an- 
nounced as such do not fall within the 
scope of this intention. 

With the aquisition of one member, 
Jerome West, head of the shoe depart- 
ment of Dewees, here, the meeting took 
action upon the loss of another, S. E. 
Silver, manager of the Philadelphia 
store of I. Miller & Sons, Inc., who had 
resigned to take up a post in another 
city. Mr. Silver has been a very active 
member of the Guild, and a set of reso- 
lutions were passed by the group ex- 
pressive of the regret of the Guild for 
his loss to its activities and apprecia- 
tion for his good work while a member. 

In the course of the luncheon which 
followed the meeting, A. H. Geuting 
gave further details of the progress 
made by the newly-inaugurated Mer- 
chants’ Retail Credit Bureau of Phila- 
delphia. Mr. Geuting announced that 
the Bureau is fully organized at the 
present time and is already functioning. 
It is sponsored by a group of repre- 
sentative merchants of the city, model- 
led after and affiliated with many 
others in various cities, and it proposes 
to be more exhaustive in its reports 
upon those seeking retail credit, than 
any body at present in existence. 


A general discussion of matters of 
business interest to shoe men, especially 
those of the Chestnut Street area, con- 
tinued until adjournment was an- 
nounced by President T. Dun Belfield, 
who presided. 


Premier Creates Furor 
With His “Zipper” Shoes 

MONTREAL, CANADA — Premier Win- 
ston Churchill has horrified the British 
boot and shoe trade by appearing in 
shoes with zipper slide fasteners. Ac- 
cording to a London dispatch, the Prime 
Minister’s photograph included in a 
cabinet group revealed the solecism to 
a convention of shoemakers, who em- 
phatically rejected the idea. that the 
Premier might set a new shoe fashion. 
The story says: 

The representative of one staid old 
firm of shoebuilders thought the slide- 
fasteners must be “American.” 

“It seems a bright idea to save time,” 
said another. “But I don’t think any 
of our clients will be wanting shoes like 
that.” 

“I would not stock them,” said a 
third, horrified at the thought of a 
wearer somehow getting “locked in.” 
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in the April Esquire. 





It’s the Scamp... Winthrop’s great new moc- 
casin-type leisure shoe in turf-tan elk with hand- 
rubbed antique finish. 

Note, too, that the Scamp (2957) has a smart 
yet rough and rugged look about it, making it 
especially attractive to younger men. A combi- 
nation cork and crepe washboard rubber sole and 
heel, with beveled pinking and cable stitching 
add to its appearance and sales appeal. 

Note: The Scamp is one of the shoes featured 
in Winthrop’s full page, two color adyertisement 





A fourth recalled the plight of a cus- 
tomer who had fasteners installed in a 
pair of riding boots, got stuck in them, 
and had to be cut out. 


New Men’s Store 


Opened in Tacoma 


TacoMA, WASH.— Recently opened 
here at 918-920 Pacific Avenue is a 
new men’s store featuring wide vari- 
ties of shoes as well as men’s clothing. 
Richard Wolf and Robert Gaines have 
formed a partnership under the name 
of Wolf and Gaines and have located 
their new store in the recently finished 
Clapp Building. Mr. Gaines was for- 


merly a men’s wear buyer in Tacoma, 
where he moved from California in 
1936. Mr. Wolf in the East had been 
in the sporting goods business. 

Besides men’s dress shoes the store 
carries an extensive line of shoes for 
active sports. 


Thill Joins 
Allen-Edmonds Staff 


INDIANAPOLIS, IND.—Ray N. Thill, is 
the newly-appointed traveling salesman 
for the Allen-Edmonds Shoe Corpora- 
tion, of Belgian, Wis., in Michigan and 
Indiana. He will make his headquarters 
in Indianapolis. 
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St. Louis Shoes 





ARCH and NOVELTIES 

for Men, Women & Children 

from 15 largest manufacturers of 

fine shoes in St. Louis. 
Over 1000 styles to choose from. Fall shoes 
now ready. We're in our tenth year of 
successful dealer service. 


M. K. WEIL SHOE CO. 


1326 Washington Ave. ST. LOUIS, MO. 
Our Showrooms are Air Conditioned 

















Army Places Additional Order 
For 675,000 Pairs 


Boston, Mass.— With orders for 
675,000 pairs of leather-soled Army ser- 
vice shoes ready to be placed as the 
result of informal bidding at the local 
Quartermaster Depot on November 21, 
the Army Procurement Division an- 
nounces that another lot of 675,000 
pairs, also with leather soles, will be 
ordered following new bids to be opened 
November 28. 

The maximum number of pairs to be 
awarded to any one manufacturer will 
be 168,750; the minimum acceptable bid 
will be 25,000. “Bidders are informed,” 
says the bid invitation, “that the sub- 
mission of bids on an ‘all or none’ basis 
is not desired and are requested to be 
governed accordingly.” 

Deliveries must be 35 per cent com- 
plete by December 31 of this year. Com- 
plete and final deliveries must be made 
by Jan. 31, 1942. The tariff of sizes 
does not include the end sizes sometimes 
ordered separately. Regular Army ser- 
vice shoe sizes range from 5 to 12 in 
length and from A to EE in width. 
More 9-D’s are ordered than any other 
size. 
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October Shoe Production 
Sets Record 


New York—According to the Tan- 
ners’ Council of America, output of 
shoes in October reached an unprece- 
dented level, exceeding production for 
any previous month. The Council esti- 
mates that output was approximately 
48 million pairs, or 29.6 per cent more 
than the production of 37,027,000 pairs 
in October a year ago. September out- 
put this year was 43,376,000 pairs. Pro- 
duction for the year to date, including 
the October estimate, is 422,705,000 
pairs, an increase of 23.6 per cent from 
the 341,994,000 pairs produced in the 
corresponding period last year. 

Reports ‘from shoe manufacturing 
centers, according to the Council, indi- 
cate a reduction in new orders during 
recent weeks. It is believed that the 
exceptionally high rate of activity in 
Octeber represented anticipatory buy- 
ing to a greater extent than usual at 
this time of the year. Analyses of retail 
sales do not disclose any trend compar- 
able with the increases in production 
and it is inferred, therefore, that shoe 
inventories have increased. Some con- 
cern is expressed regarding future pro- 
duction schedules when the present 
backlog of orders has been reduced. 

Comparative figures for the first ten 
months of 1941 and preceding years are 
as follows: 1941 (est.), 422,705,000; 
1940, 341,994,000; 1939, 363,317,000; 
1938 330,704,000; 1937, 369,639,000, and 
1936, 351,503,000. 





Presides at Opening Meeting 
Of Boston Shoe Club 


Frank C. Donovan, well-known leather 
merchant, who presided November 12, 
at the opening meeting of the Boston 
Boot and Shoe Club, of which social 
organization he is the newly-elected 
president. It was the most largeiy ct- 
tended meeting of the club which has 
been held in the last ten years, nearly 
200 members and guests crowding into 
one of the largest dining suites of the 
Copley Plaza Hotel. Feature speaker of 
the evening was Neal O'Hara, Boston 
Traveler columnist. At the head table, 
in addition to the officers, were promi- 
nent members of the trade, many of 
of whom have been on the roster of the 
club for twenty years or more. A rising 
vote of thanks was given to Frank B. 


ENGLAND'S PREMIER 
QUALITY SHOE POLISH 


For more than fifty years WREN's, 
the original Wax Shoe Polish, has 
been the choice of well-dressed 
Englishmen. The distinctive smart- 
ness which its brilliant finish im- 
— and its unique leather-preserv- 
ng and waterproofing properties have 
given WREN'’s an outstanding posi- 
pes amongst the World's Shoe Press- 
ngs. 

Supplies can be obtained from the follow- 

Distributors: 


js COAST: The Leather Co., 
250 So. Spring Street, ANGELES, (ali- 


fornia 
MIDDLE WEST: Mandus Fm & Co., 223-225 
‘est Lake St., Chicago, Il’ 


New Y YorK oor and env The Majesti 
ther Co., 308 Bowery, New York. 


A leader in Quality Since 1889 

















Masterson, who retires from the presi- 
dency after having served a three-year 
term. New members introduced during 
the course of the meeting include Joseph 
Holmes, United Last Co.; Francis Shea, 
Barbour Welting Co.; Joseph Lannigan, 
J. Greenebaum Tanning Co.; Daniel 
Danahy, H. H. Brown Shoe Co.; Kivie 
Kaplan, Colonial Tanning Co.; Maynard 
H. Moore, Jr., M. H. Moore Co.; Lyman 
Gutterson, Boston leather merchant; and 
Marcus McWeeney, shoe department 
manager, Kennedy Co. 


N. Y. Shoe Merchants’ Council 


Meets in Syracuse 


Syracuse, N. Y.— Several hundred 
shoe and retail merchants gathered 
last week at the Onondaga Hotel, Syra- 
cuse, for the meeting of the New York 
State Council of Retail Merchants. 
President John C. Watson, of Albany, 
N. Y., presided and District Attorney 
Thomas E. Dewey, of New York, the 
featured guest, was admittedly the big 
drawing card. He did not disappoint 
his hearers for he took up the plea for 
the smaller retailers and, of deep inter- 
est to the shoe men, the appeal was 
made to pass legislation to put a stop to 
the sale by industrial plants of goods, 
including shoes, not of their own man- 
ufacture. 

George W. Cooke, member of the 
Committee on Legislation of the New 
York State Shoe Retailers Association, 
was delegated to present the foregoing 
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mt to the Council, but owing to 

i Harry J. Deters, business man- 

of the Greater Buffalo Shoe Re- 

tailers Association and an officer of the 

former association, spoke on the subject 
of trade abuses. 

“The subject of trade diversion is 
very close to the hearts of the members 
of the New York State Shoe Retailers 
and the Greater Buffalo Shoe Retailers 
Association,” Mr. Deters said. “For 
many years we have tried various meth- 
ods, even offering to co-operate with the 
plants selling shoes at cost to their em- 
ployees, but without avail. While cloth- 
iers and others have a common com- 
plaint in this respect, the shoe mer- 
chants suffer more. than any other 
branch of retailing because of this 
trade diversion. Many large industrial 
plants, under the guise of a measure of 
safety, sell to their employees at a price 
lower than the shoe merchauts can buy 
them, safety shoes, dress shoes, rubbers 
and rubber boots. The practice has be- 
come so acute that many shoe stores 
have withdrawn from the work shoe 
business altogether. 

“Not many years ago the sale of 
work shoes was the backbone of many 
shoe man’s business and in stores in 
industrial districts, a conservative esti- 
ate was that it accounted for 25 per 
cent of their business. In a shop a man 
buys a pair of shoes and a small sum 
is taken out of his wages until they are 
paid for. How can we compete with 
this practice? Legislation is the only 
answer to the problem. 

District Attorney Dewey at the even- 
ing banquet made a plea for the small 
business man and insisted that there 
must be “no politics” involved and there 
can be none in achieving the maximum 
production called for by the defense 
program. “After the war is over,” 
warned Mr. Dewey, “we must go for- 
ward on the basic structure that has 
kept us free and the keystone of that 
structure is small business, the back- 
bone of any free nation. When small 
business thrives our system is vigorous 
and progressive; when smal] business 
declines it’s the danger signal of the 
most serious character.” 


Endicott-Johnson Will Give 
Bonus to Employees 


BINGHAMTON, N. Y.—The Endicott- 
Johnson Corporation announced recent- 
ly that it will soon distribute approxi- 
mately $600,000 in extra pay benefits 
to 20,000 factory, tannery and office 
workers. 

The distribution will include full pay 
for each of the four holidays observed 
by the corporation since Dec. 1, 1940, 
and full pay for the Thanksgiving holi- 
day, this week. 

A bulletin stated that the bonus will 
amount to five eight-hour days, or one 
full forty-hour week which workers on 
the pay roll a full year will receive. 

Earlier in the year three pay restora- 
tions of approximately $1,250,000 each 


_were made to. Wipe out deductions made 


during 1938. 
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Vogue McCall’s 


* Veriflexible Construction 
* Cincinnati Quality 


* Seventy Stock Shoes 
* Specialization One Brand 





NATIONALLY ADVERTISED 


Season after season, advertising in women’s mag- 
azines is selling Foot Rests to your customers. 
The spring campaign is bigger than ever, and the 
shoes more beautiful. Foot Rests themselves keep 
women sold; they’re perfect for profit. 


THIS SHOE HAS EVERYTHING! 


* NATIONAL ADVERTISING IN 
Ladies’ Home Journal 
The Instructor 


Good Housekeeping 


* Four-Spot Comfort 
*Smartest Styles 

* Markup 40% to 42% 
* Welts and Littleways 


* Quick Turnover 


RETAIL o-,°* SOME HIGHER 


THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
NEW YORK SHOWROOM: MARBRIDGE BUILDING 





Shows Spring Lines 
In Traveling Exhibit 


Cuicaco, ILL.—Spring styles offered 
by the Groves Shoe Company, Chicago 
jobbers, are now being featured in a 
traveling style show appearing in ma- 
jor cities throughout the Middle West, 
South and Southwest. The shows in 
charge of the local salesmen for each 
territory will appear at Detroit, No- 
vember 21; Kansas City, November 21 
and 22; Cincinnati and Oklahoma City, 
November 23 and 24; Dallas, November 
25 and 26; St. Louis, November 26; 


San Antonio, November 28, Peoria, II1., 


November 28; Indianapolis, November 


30; Birmingham, November 30 and De- 
cember 1; Des Moines, December 7 and 
8, and Atlanta, December 7 and 8. 


Salesmen on Road with 
New Play Shoe Line 


Los ANGELES, CALIF.—Eight sales- 
men are now on the road with samples 
of the “Hollywood Skooters” line of 
wedgie play shoes now being manufac- 
tured by Vogue Shoes, Inc., of 1722 
East Seventh Street. 

This line of popular priced retailers 
is now finding excellent acceptance 
from all parts of the country, reports 
Seymour Fabrick, president. 
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Moccasins 


EF A Er Pe ED Ed 


Ser ee octamer aa 
TRAIL MAKER MOCCASINS 
for MEN, WOMEN and CHILDREN 


Best known | 


line in Amer-~ 
ica. Carried 
from Coast to 
Coast by lead- 
ing merchants. 


” 
IN-STOCK 
SEND 
FOR CATALOG 


SACO-MOC SHOE CORP.”°Rrin?? 


New York Office—Room 430 Marbridge Bidg. 








New Firm to Make Wedge 
Types in Los Angeles 


Los ANGELES; CALIF.—Ryder of Cali- 
fornia has been organized, with Bayard 
Ryder as owner. Associated with him 
as factory production manager is Leo 
Milchen, who has had considerable fac- 
tory experience in well known Massa- 
chusetts, New York and local firms. 

The product of the factory is to be 
sold under the trade name of “Cali- 
fornia Natives” and will be built around 
wedgies and spring wedgies in both 
play and street models. Samples are 
now being made and will be in the 
hands of the firm’s salesmen in De- 
cember. Country wide distribution is 
planned. 


Doubles Floor Space 


LAFAYETTE, IND.—Smith’s, 423 Main 
Street has doubled its floor space and 
added complete lines of shoes for nien, 
boys, girls and infants, besides expand- 
ing their former stock of women’s foot- 
wear in the expansion program recently 
completed. The store emphasizes the 
policy of featuring nationally-adver- 
tised lines of footwear. 


“Men Prefer Blondes” in 
New Men’s Department 


MONTGOMERY, ALA.— That “gentle- 
men prefer blondes,” even when the 
term applies to furnishings in a store, 
is proven by the customer interest a 
bleached oak and pastel blue shoe de- 
partment is attracting at the newly re- 
modelled and expanded Fannin’s, ex- 
clusive men’s shop on Montgomery 
Street. 

The shoe department is an addition 
to the store that came as a result of 
the expansion program. Occupying an 
alcove in the rear, the shoe shop has 
ivory walls and ceiling and fluorescent 
overhead lighting, conforming to the 
general decor of the entire store. All 
furnishings are bleached oak, upholster- 
ed in pastel blue leather. Stock shelves 
have shadow-box lighting and door to 
the stock room is invisible. Floor cov- 
ering of inlaid linoleum in marbleized 
pattern enhances the “blonde” pattern 
of the department. 

Manager of the shoe department is 
Lew Turk, long identified with the 
men’s shop business of Montgomery. 





Obituaries 


Louis J. Bieber 


New. YorK—Louis J. Bieber, owner 
of the L. J. Bieber Shoe Store at 2456 
Grand Concourse, the Bronx, died No- 
vember 12 at Mt. Sinai Hospital where 
he had been operated on. 


LOUIS J. BIEBER 


Mr. Bieber, aged 41, was a valiant 
man and merchant. For years he suf- 
fered much pain from a shoulder bone 
infection but he was never to be seen 
without a smile for his friends and cus- 
tomers. He was very active in civic 
affairs, belonging to many different 





EVENING SANDALS 





B4818—Gold Mesh. Gold Kid Trim. Flesh 
Satin Sock Lin $2. 
B4806— Silver 

Flesh Satin Sock Lining 

21/8 Loutse Heet — S & M Widths 


B4817—Gold Mesh and Gold Kid... $2.65 
B4805—Silver Mesh and Silver Kid. .$2.50 
16/8 Caban Heel — 5S & M Widths 


ALSO AVAILABLE IN CLOSED QUARTER 
RED and GREEN SUEDES NOW IN STOCK 
On Display - Hotel Statler - Boston Shoe Fair 
WRITE TODAY FOR COMPLETE CATALOG 

















organizations. He was trustee of the 
Tremont Temple and founder of its 
men’s club. 

Funeral services were held at Tre- 
mont Temple, Grand Concourse, Friday, 
November 14. A large delegation of 
shoe men attended the services with all 
the stores in the Fordham area repre- 
sented. Burial was at Meriden, Conn., 
Mr. Bieber’s home town. 

The business will be carried on by 
Mrs. Bieber assisted by John J. McMan- 
us, her late husband’s partner. 


Clifton C. Irwin 


FRAKFoRT, IND.— Clifton C. Irwin, 
72, veteran shoe merchant, died recently 
at a local hospital after a year’s illness. 
He was first a member of the firm 
Goldsberry and Irwin and later was in 
business with his son-in-law, Col. Ralf 
Paddock, until his retirement. He is 
survived by his wife and a daughter. 


J. Bruce Beck 


ANDERSON, IND.—J. Bruce Beck, 53 
years old, died at his home here, re- 
cently, after a brief illness. For many 
years he operated a retail shoe store in 
this city and was widely known to the 
trade. He is survived by his wife and. 
one son. 
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Did You See The 


WELLINGTON BOOT 


by songstress Martha Tilden on 
page 11 in the Nov. 8 
issue Boot and Shoe 
Recorder. 


Worn 


a 


THIS IS A SANDLER OF 
BOSTON 
THEY ARE IN 
FOR IMMEDIATE 
DELIVERY 
Price $4.05 


Made of Bvans Valencia in 
Brown, Red and White 


A. SANDLER CO. 


ESSEX AT SOUTH STREET, BOSTON, MASS. 
New York Office: 47 W. 34th Street (Marbridge Building) 


* 


ORIGINAL 


STOCK 


8S and M 
Widths 
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HUARACHES 


THE EVER POPULAR MEXICAN SANDALS 


Order early to insure your delivery of this basic item in 


PLAYTIME FOOTWEAR 
5700A — Notural Tan Steerhide — Sizes 3-12 
Send for information regarding prices and delivery dates. 
See our full display at the 


BOSTON SHOE SHOW 
H. C. CARR, Room 336 


MEXICAN 


129 FIFTH AVENUE 


PARKER HOUSE 
Dec. 1-4 


LEIGHTON’S 
IMPORTS 


NEW YORK 











Innovation in New Orleans 


[CONTINUED FROM PAGE 20] 


cessful merchandising projects in other 
metropolitan centers. Here and there 
about the room, however, are demon- 
strated sample styles and patterns in 
women’s footwear. 

The salon could well have been like 
dozens of others about the country ex- 
cept for the originality in lighting and 
mirror arrangements. The mirrors are 
in panels reaching from floor to ceiling, 
while the lighting fixtures are a com- 
bination of fluorescent and incandescent 
arrangements. The fixtures drop from 
the center of the ceiling, with the fluor- 
escent arrangement forming the upper 
part of the fixture, the incandescent, 
the lower. This arrangement is said to 
furnish both the brilliancy of the in- 
candescent and the naturalness of the 
fluorescent. The mirrors were chosen 
for their faithful reflections, and their 
interpretations are free of glare be- 
cause of the combination fixture. 

To begin with, a major change was 
made in appointments of the first floor 
merchandising scheme, which is devoted 
to informal accessories and less expen- 
sive footwear for women. 

Like the salon, the first floor also has 
its handbag and hosiery bar, but de- 
cidedly different, and probably less in- 
formal, are the furnishings. While the 
1941 
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deep-rug arrangement is maintained 
here, the atmosphere is more “store- 
like” and the furnishings are in more 
severe, light woods, with light leather 
coverings and with stocks in view. 
Here, though, a unique ceiling-fixture 
light arrangement has been hit upon, 
and all-in-all the modernistic influence 
is evident. 

Also changed considerably, although 
not as radically, was the mezzanine 
floor, devoted to the display and sale of 
men’s footwear. Here stocks are left in 
view, and the hose and tie bar allows a 
wider view of stocks than the other 
bars, but comfort and informality have 
not been sacrificed. The first-floor light- 
ing arrangement prevails. 

Probably the most radical change, in 
view of the fact that the hidden-stock 
salon has been widely adopted, is to be 
seen in the third-floor children’s depart- 
ment. Here the former fairy tale theme 
was bodily tossed out of the window in 
favor of more practical deep-blue 
leather chairs and a light color arrange- 
ment. Here, too, stocks are hidden, 
although a youngsters’ handbag and 
hosiery department is in full view. 

Outside changes conformed to the 
revolutionalized interior of the Imperial 
Store. With a facade in black marble 


extending to the second floor, the front 
appearance is as modern as the Im- 
perial Salon. In this connection, Im- 
perial utilized a unique engineering 
recommendation by installing an angle- 
door arrangement. On the left at the 
entrance from the street, a show-win- 
dow extended about 10 feet more than 
the right window, and, desiring to 
utilize all available space, the manage- 
ment had the entrance doors affixed on 
an angle extending from the short end 
of the right window to the long end of 
the other. Steel girders were installed 
to reinforce the lower front of the 
building. 

The Imperial Store first was opened 
on St. Charles Street, just off Canal, 
which has been termed the broadest 
commercial thoroughfare in the world. 
It was moved to its present location 
40 years ago. To celebrate the com- 
pletion of the remodeling project and 
also the 49th anniversary, the Messrs. 
Wachenheim entertained the 65 em- 
ployees of the firm at an informal din- 
ner. 

The Imperial Shoe Store is the larg- 
est dealing exclusively in footwear in 
New Orleans and is the first in the city 
to adopt the modern-salon style. 

And, furthermore, Mr. Wachenheim, 
who maintains that the $50,000 was 
spent to make his place “one of the 
most beautiful in America” is the old- 
est Canal Street merchant, in point of 
service. 
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PROFESSIONAL 
BOWLING SHOES 


Men's Men's Women's 
Oxford Oxford 
$2.80 
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BRANDED 
SHOE JOBS 


St. Louis’ finest makes always 
on the floor. 


JOBS .. . SAMPLES 
CANCELLATIONS 


Women's better grades 
in dress and sport footwear 


SCHNEIDER SHOE CO. 
1404 Washington Ave., St. Louis, Mo. 
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Shoe Dressing 
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CAVALIE 
BOOT CREM 


STAINS 
CLEANS 
PRESERVES 


POLISHES 


20 COLORS 
AVAILABLE 


CAVALIER 
BALTIMORE 

















Aluminum Shoes for Defense 


Waupaca, Wis.—Charles Rode, St. 
Lawrence township clerk, donated to 
the local aluminum drive a pair of 
boots with aluminum feet and leather 
tops which he bought in 1918 for $15 
and had worn for 20 years. 
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Our factoring service makes it 


COGEEEGEEEOUGEACONNONEEE 


real source of profits. 


Inquiries invited 
357 Fourth Avenue 


LYNCHBURG, VA. 


PU 





GRAND BRAPIDS, MICH. 
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WILLIAM ISELIN & Co., INC. 


] actors... 


for Manufacture 
and Selling Agents 
of Shoes, Lecther 
and Allied Products 


possible 


for the shoe executive to devote full time 
to production and selling activities—the 


NEW YORK 


LOS ANGELES, CALIF. 


Branch Offices a 
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Newly Enlarged Joseph Salon 
To Open December 1 


CuicaGo, ILL. — Embodying many of 
the latest ideas in modern shoe store 
design such as the use of Lucite in the 
mezzanine stair rail, street display win- 
dows set back into the front of the 
building to eliminate glare and reflec- 
tion and mirrored panels encased in 
wood frames to give an illusion of depth 
the newly enlarged Joseph Shoe Salon 
will open here about December 1, at 
544 North Michigan Avenue. 

Extra store space has been taken and 
a mezzanine for custom shoes has been 
added, tripling the space of the former 
store. 

The entire front of the store is to be 
in black Belgian marble with the en- 
trance doors in tempered glass and the 
background of the windows also in 
glass, permitting a full view of the 
interior from the street. 

The interior has been done in beige 


and yellow-green with a startling con- 
trast note being added in the water- 
melon red of a mid-room settee and 
repeated in a small semi-circular salon 
under the mezzanine. 

At the landing of the mezzanine 
stairway is a full length mirror panel 
with a hosiery, bag and accessory bar 
at one side. 

The Michigan Avenue store was es- 
tablished in 1938 and is part of a group 
of five stores owned by Joseph in Chi- 
cago and suburbs. 


Suedes Lead in Retail Sales 


ALBUQUERQUE, N. M. — Black and 
brown suedes and patenteleather pumps 
continue to be popular with feminine 
buyers here. Plain pumps and calfskin 
slipons are going for sports and play 
wear. One store reported the moccasin 
type oxford its best seller the entire 
season for play and sports wear. 





Defense Bonds as Bonus 


John Mercon, Edward Goldfarb and William Bond, the three oldest employees 
of The Colonial Tanning Company, Boston, Mass., recently received a bonus in the 
form of United States Defense Bonds from the officers of the company. Over fifty 
other members of the organization received similar boruses of Defense Bonds or 
Stamps according to their length of service. ; 

Above photo shows, front row, left to right: John Mercon, Edward Goldfarb, 
M. J. Kaplan, Joseph Kaplan, Kivie Kaplan and William Bond. The Colonial Tan- 


ning Company is numbered among the world's iargest producers of pate 


nt leather 


for shoes and handbags and is also a well known tanner of side and elk leathers. 


Boot and Shoe Recorder 








‘Ors... 


facturen 


meena i : : 


| 5 
| 






November Opens the 
Formal Season 


[CONTINUED FROM PAGE 16] 


and silver kidskin were more often in 
combination with other materials. The 
glitter of jewels and nail heads were 
seen, frequently picking up the glitter 
in gown, hair ornament or bag. Clog or 
thick footstool soles offered good areas 
for such trimmings on shoes. A good 
many thin platforms—under half an 
inch—were seen, usually covered with 
gold kid. Occasional lower heel wedges 
were worn. 

In general, the very naked shoe was 
the popular idea. Under the long skirts 
the first impression from the front was 
of a stockinged, shoeless foot. Another 
interesting general impression was the 
number of high style shoes on older 
women. One such woman was noted 
in black mesh stockings, as well as very 
smart black shoes. 


Brighter Colored Gowns 


This style consciousness appeared 
also in the brighter colored gowns 
worn by some of these same women. In 
general, however white and black 
gowns were among the smartest seen. 
Blue was a popular color appearing in 
many shades from pale powder to royal 
to navy. The dull taupe grey and a 
lighter, slightly smudgy grey, we 
have already . mentioned. Gold lamé— 
occasionally—was beautiful in straight 
full skirt lines. Red, of course, there 
was and magenta—new note—and 
fuchsia and a little purple. Green 
looked new, especially in a dark bronzy 
tone. Occasionally stripes and plaids, 
in very full-skirted dresses, were noted. 

As to wraps, furs were way and 
ahead the most popular, aithough the 
opening night was warm. Silver fox, 
white furs . .. ermine et al... . brown 
furs with mink in the lead. Waist- 
length jackets had the edge on long 
coats and capes, but all types were 
seen. Long fitted velvet and wool coats 
were also noted . . . occasionally wool 
capes, as well. Wool coats and capes 
frequently were trimmed with gold and 
silver embroidery. Occasionally bro- 
cade coats appeared. 

Small glittering bags; white gloves; 
orchids; hair ornaments in the shape of 
lacquered feathers, velvet bows, jewels, 
flowers . . . so ran the accessories. 
Some spangled veils and an infrequent 
hood were also noted. The long ceiffure 
was still the choice of the younger set. 
The smartest heads, however, had short 
hair or hair brushed and rolled up to 
give a very clean line to neck and 
ears. 

Adding dash and distinction to the 
scene were officers representing Army 
and Navy; South American officers and 
small, dark, vivacious South American 
women, a number of them belonging to 
the diplomatic corps. New feature of 
this year’s Show were six blonde models 
in silver fox wraps and six brunettes 
in white furs, who modeled creations 
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Black Kid 
Strap. 
wi 


Shank. 
—3%4—10 .. 82. 


LINE 





of the New York Dress Institute on 
the opening and every successive night. 

Reporting on the first night audience 
at the Civic Opera House, our Chicago 
correspondent reports bright splashes 
of color everywhere ... in gowns, 
wraps, flowers, accessories and, espe- 
cially, in shoes. 


Shoe as Point of Contrast 


Both in advance promotion in State 
Street windows and at the opening it- 
self the traditional black satin, gold 
and silver and white satin were pres- 
ent in abundance in shoes, but there 
also was a very definite tendency to use 
the shoes as a point of contrast in 
bright color along ‘with scme other ac- 
cessory or to tone in with a trimming 
on the gown. Red and red tones were 
used most frequently as contrast for 
almost every conceivable color—with 
black, white, green, blue tones. Fuchsia 
sandals appeared with a peach taffeta 
gown, tangerine sandals with a putty 
crepe, and bright red with Kelly green. 
There were also green, blue, and sev- 
eral multi-color sandals as contrast 
accents, 

Black taffeta gowns and other black 
materials were popular choices in prac- 
tically all cases set off by touches of 
color in shoes, wraps, and other acces- 
sories. Gold slippers were also used 
frequently with black as they were 





67 SOUTH ST., 


IN-STOCK 


FAMOUS GROVER COMFORT SHOES 


> IMMEDIATE 
DELIVERY 


>» GENUINE HAND 
TURNED 


>» COMPLETE SELEC- Biesk Kia teat 
TION IN STOCK 


10/68 Wingtoet 
heel. Riveted 
Shank AA-tee oa 
—0 .. . B2. 


> THE ORIGINAL 
TURN COMFORT 


SIZE UP NOW 


Je-J*GROVER SHOE CO; 


BOSTON 


with other colors. Black slippers 
trimmed with edgings of gold appeared 
with black gowns, as did several black 
sandals with multi-colored wedge heels. 
Although there were some silver slip- 
pers they were much less evident than 
in previous years. There were a num- 
ber of brocaded satins, of jewel 
trimmed and studded slippers, and va- 
rious versions of multi-colors. 

In gowns, color appeared everywhere, 
although there were, of course, the 
traditional blacks, and whites. Green 
was used in abundance all the way 
from a Kelly green to softer and more 
subdued shades. Red was also a pop- 
ular choice, also in all versions ranging 
from bright scarlet lace over white 
satin, to wine red chiffon, including 
American Beauty, Loganberry, bur- 
gundy crepe, fuchsia, deep rose and 
pale pink tones. Aqua was also a fre- 
quent choice as were peach, ice blue 
satin, grey, and chartreuse. 





Opens Third Branch 


West PALM BEAcH, FLA. — Bond’s 
Shoe Store, at 318 Clematis Street, is 
the latest addition to the retail shoe 
industry in this area. The business is 
owned by B. Orlick and operated by 
Sam Linder. This makes the third 


branch of the firm operated in Florida. 
Other stores are located in Miami and 
Ft. Louderdale. 
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BUY as you SELL 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 


insures Accuracy of Buying Judgmeni 





Stach “If a $5 Gold Piece Falls Thru 
~~ a Crack in the Floor”—is the 
mete title of our instruction brochure 
red imitation | for keeping stock records:— 
a Supplied with each order for 


pod ied the Stock Record System. 











One hour a day keeps your records com- 
plete— 

Every sale and purchase recorded — 
Visible daily turnover and sales report— 
with monthly inventory of each stock 
number — 

Shoes on hand, on order, due, returns, 
transfers in or out from branch stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in conjunction 
with the MASTER STOCK SHEET and the cen- 
tral office CONTROL FORM, also a COMPARI.- 
SON FORM for sales of total pairs by ‘seasons 
and years, gives the merchant-owner complete 
stock control with style and sale trend. 


Ss 8 6 «© o 5 gmmmommmmmmaammmae aaa 555° aaaauaamaaegamernammaat 





Complete Working Outfit . . . . $7.25 
(West of Denver 
Consists of: 
Black Cloth binder—11%” x 13%” 
100 Daily Sales and St Sheets, (Form 
$100) and 1 Comparison Form 2.50 
2 Inventory Pads (100 sheets) 
2 Buying Order Pads (50 sheets) 
(or 4 of each, as preferred) 
1000 Carton Tickets and Clips 





and 
2 Pads Refund Record Slips 
(as preferred) 
Above, not mg Carton Tickets or Sales . 





Check with order, please, unless C.0.D. Shipment 
is preferred. 


Sales Record : 
Per Pad (100 Slips) Orders filled for any forms preferred. 


Serer Ped (50 Sline) Shoe Carton Tickets and Clips: 


PROFIT CHARTS—25c. each; an accurate method of figuring 
selling prices. 


WRITE FOR OUR FREE BOOKLET ON STOCK-TURN. 


MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 
209 So. STATE STREET 
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-Manfield 


OF NORTHAMPTON, ENGLAND 


A POPULAR 
FIELD BOOT 


MADE IN ENGLAND 
AND HAVING ALL THE 
CHARACTER AND EX- 
CELLENCE TO BE SE- 
CURED BY MASTER 
CRAFTSMEN WORKING 
ON BEST MATERIALS 


IN STOCK 


AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD & SONS 


325 ARCH STREET 


COME TO MARKET 


EVERY SHOE NEED OF A NATION 
CAN BE FILLED HERE 


N the MARBRIDGE BUILDING are more shoe 
and allied concerns than in any other building in 
America. You see complete lines in orderly display. 
The MARBRIDGE BUILDING is in the very 
heart of midtown New York. All the great retail 
stores are nearby. All the subways, including the 








new Sixth Avenue Subway—meet at this famous 


the world. 


XP eee ee ee oe Oe 


corner of 34th and Broadway—the traffic center of 
D. 8S. Macdonald, Manager 
MARBRIDGE BUILDING 


47 WEST 34TH STREET 
also 1328 Broadway, New York 


WIKI I I KK kk Kk 


PHILADELPHIA 


SEND FOR 
STOCK CATALOG 
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Opens “Teen-Age” 
Shop in Seattle 


SEATTLE, WASH.—Under the manage- 
ment of L. R. Wallen, a new special 
footwear shop for children of ‘teen 
age, to be known as the “Hi-Shop”, ca- 
tering to high school children and those 
of junior college years, has been estab- 
lished at 515 Olive Way, Seattle, in the 
ground floor of the Medical and Dental 
Building. 


Joins Midland 

New YorkK—Eugene R. Sarezky, 
formerly a partner and vice-president 
of the Cresent Shoe Co. of New York, 
has now become associated with Mid- 
land Shoe Corp., 157 Duane St., New 
York. 

Mr. Sarezky retired from active busi- 
ness about a year ago, and was on vaca- 
tion up to the present time. 


Smolen Joins Wales Import 
Co. as Sales Manager 


New YorK—Robert Smolen, formerly 
assistant to William Simerson, buyer of 
women’s better shoes at John Wana- 
maker in New York and Philadelphia, 
has recently joined the Wales Import 
Company, this city, importers of Mexi- 
can huarahces, as sales manager. 
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Back from “Ideal” Vacation 


DENVER, CoLto.—A. G. Neel, veteran 
shoe salesman at the May Company, 
here, is one of the oldest employees of 


A. G. Neel, right, of the May Co., 
Denver, visits with his nephew in 
Hawaii. 


the company in point of service, but 
right now he is about the peppiest on 
the floor, having just returned from a 


five-weeks’ vacation trip to Hawaii, 
where he was the guest of his nephew, 
C. H. Neel, C. E. C., U.S.N., and his 
wife. 

Mr. Neel believes a man should be 
able to stand on his own feet, and he’s 
bragging about the fact that during the 
trip over and back, his first ocean voy- 
age, he was on his feet the whole time 
with not a twinge of the well-known 
“mal-de-mer,” despite the fact that the 
ship ran through a heavy storm. 

Mr. Neel started in the shoe business 
with H. E. Darr & Company, at Brook- 
ville, Pa., in 1904. He came West to 
Denver in 1910 and was with the Walk- 
Over Shoe Co. until 1923, at which time 
he joined the May Company, where he 
has been ever since. 


Footwear Production 
Continues Gain in Canada 


MONTREAL, CANADA — Production of 
leather footwear in Canada continues 
to advance with September output total- 
ing 3,027,252 pairs, up 2 per cent over 
the previous month and 22 per cent 
over Septmber last year, reports the 
Dominion Bureau of Statistics. In the 
nine months through September, pro- 
duction aggregated 23,833,552 pairs 
compared with 19,454,317 in the like 
period of 1940, a gain of 23 per cent. 
Output for the nine month period is 
only 2,500,000 pairs short of the total 
recorded for full 12 months of 1940. 
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SALESMEN WANTED 


FOR SALE 


WANTED TO PURCHASE 





A REAL MONEY MAKING OPPORTUN. 
ITY for live wire salesmen to cover the fol- 
lowing states: ia, Alabama, Pennsylvania, 
Ohio, Indiana, Michigan, Illino#s, Missouri, Iowa, 
Oklahoma, Kansas, Nebraska, and California, 
to sell a fast styled line of in-stock Ladies 
novelties to retail at $1.49 to $2.45. Proven 
patterns from the best factories in this grade. 
Priced right. New Numbers sent every week. 
Commission basis only. Give full details as 
to experience, age, territory covered, present 
and past employers. Man must live in territory 
and cover it by car. BOSTON NOVELTY 
SHOE CORPORATION, 120 Lincoln Street, 
Boston, Mass. 





ANTED—BIG SALESMEN who are mak- 

ing money but want to make more. One 
of the larger and well established In-Stock 
Lines of Ladies’ Novelty Footwear is con- 
sidering applications for California—Texas— 
Louisiana—Arkansas—Georgia—Florida and the 
Carolinas. Require services of men who have 
sold footwear, preferably Ladies, and who are 
interested im a permanent and profitable con- 
nection. Address £345, care Boot & Shoe Re 
corder, 100 East 42nd Street, New York, N. Y. 





EXPERIENCED AND PROGRESSIVE 
SALESMEN WANTED 


by live wire house featuring Women’s Novelty Shoes, 
plus Sport Welts, $3 and $4 retailers. Territories open 
Detroit; Virginia and West Virginia; North and 
South Carolina; and Wisconsin. All correspondence 
confidential. 


Address 351, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 








AMILY SHOE STORE, City limits; other 

business. Address £353, care Boot and Shoe 
Recorder, 100 East 42nd Street, New York, 
m. ¥. 





LINE WANTED 








EXCELLENT SHOE MAN 
AVAILABLE 


We know of an excellent shoe man who has 
had many years experience both buying for 
Shoe Departments and Department Stores, 
and selling shoes on the road. This man at 
the present time wishes to procure a good 
line of shoes, either men’s or women’s. He 
is available for any territory which may be 
open. 

He is extremely well known in. the shoe trade 
and enjoys a wide acquaintance with shoe- 
men across the country. He would also be 
interested at this time in an opportunity to 
buy shoes for a good store. Write or wire 


Box £327, BOOT AND SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 














CASH 
se of, thems. 


dispose 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
16 8. 3rd St. Philadelphia, Pa. 
Phone Lombard 2062 

















SHOE STORES WANTED 
FOR CASH 
Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















POSITION WANTED 


CAPABLE RETAIL MAN, thoroughly ex- 
perienced in popular priced shoes, in both 
individual and Department Stores; Family type 
operation. Present connection 12 years, desire 
h Thorough knowledge of buying, mer- 








ALESMEN, experienced, with car for Penn- 

sylvania, Ohio, West Virginia. Outstanding 
line of in-stock Women’s Novelties and Grow- 
ing Girls’ Sports. Attractive arrangement for 
right party. Penn Shoe Company, 947 Penn 
Avenue, Pittsburgh, Pa. 








Work Begun on New 
Factory Addition 


FARMVILLE, Va.— Work has begun 
on a new $50,000 four-story brick-and- 
steel addition to the Craddock-Terry 
Shoe Corporation factory, here, de- 
signed to increase the plant’s output 
by some 60 per cent. 

Factory manager T. A. Allen said the 
present payroll of approximately $18,- 
000 a month would be increased to 
$28,000 by the addition and that the 
number of employees would be increased 
from 240 to 390. Applications already 





chandising, selling, promotion, advertising and 
display. Capabie supervisor of stores. Address 
2352, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





WELL KNOWN New York free lance win- 

dow trimmer, excellent reputation back- 
grounds, displays, desires contacts nearby States. 
Address $354, care Boot & Shoe Recorder, 
100 East 42nd Street, New York, N. Y. 





] RECOMMEND — BUYER — DISTRICT 
MANAGER—GENERAL SHOE EXECU- 
TIVE. Two jobs in 15 years’ expefience. 
Now buying Women’s popular price and better 
grades. He has excellent judgment, foresight, 
character and background. Contact: Frank 
Silverman, Marbridge Building, New York City. 








are on hand from 260 persons for the 
150 new jobs, Mr. Allen said. 

The present production of the fac- 
tory is 3,200 pairs of men’s and boys’ 
shoes a day. The addition is expected 
to be ready by February. 








BUYERS OF 


MANUFACTURERS—RDETAILERS 
SURPLUS STOCKS 


Write, wire or phone. 





BARSH & CEASAR 
19 N. Fourth St. Philadeiphia, Pa. 
Phene Market 1668 














WE BUY 
Entire or 


ius Wholesale and 
Stocks. Also Branded Shoes such as 
Walk-Over, Enna-Jettick, Vital- 
ity, Arch Queen Quality, 
tonians, Stetson, Red Oross, Nunn-Bush, Ete. 
IBVIN RUBIN 
“The House of Jobe” 

88 Reade St., Cor. Church 

Phone Barclay 7-7887. New York City 




















SELL YOUR seerues STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We surplus complete stecks of shoes 
ae jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 











CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisemerts the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In ail other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
w= Advertisements for this page must be In our New York office on Friday of the week preceding publicetion. we 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS NEEDS 





Bowling Shoes 
Six different styles in black, white and 
smoked elk, high cuts and oxfords for men 
and women Bowlers. Three 

genuine Goodyear Welt 
Construction. Chrome 
leather sole—left foot. 
Gum rubber sole with 
leather tip — right 
foot. Left 
handed 
Bowling 
Shoes in 
stock no ex- 

tra cost. 
HYDE ATHLETIC SHOE CO 
Division A. R. ia Sone Co. 





Opens New Women’s 


Department 

Cuicago, ILL.—Gassman Brothers, a 
men’s and women’s apparal store in 
South Chicago, has just recently opened 
an ultra modern new women’s shoe 
salon. This marks the first venture of 
the store in women’s shoes and will fea- 
ture high quality grades up to $15. 
Henry Lissauer, formerly buyer in the 
women’s thrifty shoe section at Mandel 
Bros. Department store is in charge of 
the department. 








BRANNOCK 
SHOE FITTING DEVICE 


1. FIT BETTER—SELL MORE 


increase repeat sales 


2. ATTRACT NEW CUSTOMERS 
more professional skill 
3. CUT FITTING TIME IN HALF 
fewer try-ons; more sales 
Write for Scientific Folder and 
list of manufacturers offering 


Brannock Devices at special co- 
operative price. 











DO YOU WANT TO GET AHEAD 
IN THE SHOE BUSINESS? 


Are you satisfied with your present 
position and income OR do you want 
to get ahead in the shoe business? 
Hundreds of young men and women 
are studying at home for the better 
positions paying from $2,500 to $5,000. 
For information on how you can in- 
crease your earnings or the profits in 
your store, WRITE 


SHOE RETAILING BUREAU of America 
Security National Bank Building 
316 N. Sth St., St. Louis, Mo. 

















Attains Important 
Educational Post 


CEDARBURG, Wis.—Mrs. G. A. Froe- 
lich, here, who has operated the shoe 
store by that name, since the death of 
her husband, is very proud of her son, 
Gustav J., who at the young age of 
twenty-nine, has attained a position of 
eminence in the educational depart- 
ment of the University of Chicago. He 
is giving special attention to educa- 
tional tests. His mother hopes he will 
be able to develop some tests to de- 
termine when, and to what extent, it 
is necessary to fit a person’s head (as 
is often necessary) as well as his or her 
foot, when the customer is purchasing 
shoes. 





Attractively hand lettered 
in pop d i 





ples available on request. 
6 Doz.—$1.25 
12 Doz.—-$2.25 
With Store Name 
Imprinted 
100 tickets — $3.85 
200 tickets — $6.20 


Check with order please, 
unless C.0.D. preferred 


| DISPLAY CARDS 
Each month, 14 infor- 
mative and forceful 
selling messages on 
appropriately designed 
cards. 
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Color Xmas Windows 


with Decorative 
Display Cards 
and Price Tickets 


ee 


Pointing to 
A Merry 
Christmas 
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“Road” 
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Do you need 
HELP? 


Consult the CLAS- 
SIFIED PAGES of 
Boot and Shoe Recorder. 


and 
to these pages for worthwhile 
connections. 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
100 E. 42nd St., New York, N. Y. 
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“Inside” Men turn 














Dates to Remember 


Monthly Shoe Show Chicago Shoe 
Travelers a aa Morrison 
Hotel, Chicago, I 

Ro 27, 28, 1941 


Annual Shoe Buyers Week, In- 
diana Shoe Travelers Associe- 
tion, Claypool Hotel, Indianap- 
olis, Ind. 

November 30, December 1, 2, 1941 


Boston Shoe Fair, New England 
Shoe & Leather Association, 
Hotels Statler and Parker House, 
Boston, Mass. 

December 1, 2, 3, 4, 1941 


Annual Convention, National Shoe 
Travelers’ Association, Morrison 
Hotel, Chicago, Ill. 


January 3, 4, 1942 © 


Third Annual Spring Shoe Show, 
Mid-Continent Shoe Travelers 
Association, Skirvin Hotel, Okla- 
homa City, Okla. 

January 4, 5, 6, 1942 


NATIONAL SHOE — Hotel 
Stevens, ieee, | 
January a 6, 7, 8, 1942 


Michigan Annual Shoe Fair, Jointly 
Sponsored by Michigan Retail 
Shoe Dealers Association and 
Shoe Travelers Club of Mich- 
igan, Hotel Statler, Detroit, Mich. 

January 11, 12, 13, 1942 
27th Annual Convention and Foot- 
wear Exposition, Northwestern 
Shoe Retailers Association, Hotel 
Radisson, Minneapolis, Minn. 
January 11, 12, 13, 1942 

Joint Annual Convention Texas- 
Oklahoma Shoe Retailers Asso- 
ciation and Southwestern Shoe 
Travelers 


January 11, 12, 13, 14, 1942 
Annual Convention Middle Atlantic 
Shoe Retailers Association, Ben- 
jamin Franklin Hotel, Philadel- 
phia,Pa. January 18, 19, 20, 1942 
Buffalo Shoe Show, Hotel Statler, | ; 
Buffalo, N. Y. January 18, 19, 1942 
Southern Shoe Exposition, Roose- 
velt Hotel, New Orleans, La. 
January 18, 19, 20, 1942 
Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 





Toes Up! 


BaToN Rouge, La.— Dancing girl 
cheerleaders have been creating lusty 
vocal support for Louisiana State Uni- 
versity’s football team this season. 
When the Bayou Tigers kick, so do the 
girls, and their gyrations are said to 
promote among spectators and football 
men alike, the enthusiasm and deter- 
mination that helps to score touch- 
downs. Photograph on page 14 of this 
issue of the ReEcorDER shows three of 
the girls in action (left to right), June 
Kerlin, Lydia LeBlanc and Nora Wall. 
Many co-educational schools have girl 
cheerleaders, but the dance routine as 
developed at LSU provides an energetic 
and entertaining extension of that idea. 





A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., New York, Philadelphia, Boston. .... 


BARIS SHOE COMPANY, New York City. . 

BARSH & CEASAR, Philadelphia, Pa 
BRANNOCK DEVICE CO., Syracuse, N. Y....... 02.5. eee ee eens 
BROOKS’ SHOE MFG. CO., Philadelphia, Pa......... 2... 6... cee eens eee 


CAMBRIDGE RUBBER CO., Cambridge, Mass...........-....5-055 ; 
CAMITTA SHOE COMPANY, Philadelphia, Pa... ........ 2... 0 eee e nee 


DEWEY & ALMY CHEMICAL CO., Cambridge. Mass vine Front Cover 
DU PONT, E. |., DE NEMOURS & CO., INC., Arlington, N. J. 40 


GARDINER SHOE CO., THE, Gardiner, Me 6 
GOODWILL SHOE CO., Holliston, Mass... 2.0.2.6... cee cee ccc e ence eeeeees 4 
GREEN SHOE MFG. CO., Boston, Mass... ............6 02 eee eee ee eee ess» »Back Cover 
GROVER, J. J., SHOE CO., Boston, 


HANNAHSONS SHOE CO., Haverhill, Mass................ 655-0000 e5: 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ill 

HEYWOOD BOOT & SHOE CO., Worcester, Mass. 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa... . 

HYDE ATHLETIC SHOE CO., Boston, Mass... ©... 6. cc cece eee eee ees 


ISELIN, WM., & CO., INC., New York City 


KIRSCH-BLACHER CO., INC., New York City 
KLEINERTS, |. B., RUBBER CO., New York City 
KRIPPENDORF-DITTMANN CO., Cincinnati, O..... 2.2... 6. 6 ec ec ee ee eee 


LEIGHTON'S, FRED, MEXICAN IMPORTS, New York City 
LIMA CORD SOLE & HEEL CO., Lima, O.............. 66. - ee eee 


MANFIELD & SONS, Philadelphia, Pa 

MARBRIDGE BUILDING, New York City. . tat FRG ES apy 5 
MARSHALL, MEADOWS & STEWART, INC., ‘Dalen. N. Y.. SD ei oe 3 RY 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass....... 2.2.20... ccc ce eee <4 


NEW ENGLAND SHOE & LEATHER ASSN., Boston, Mass............. ..3rd Cover 


OHIO LEATHER CO., Girard, O 


RICHLAND SHOE COMPANY, Nashville, Tenn 

ROBERTS-HART, INC., Keene, N. H 

ee oe. ge ig ae ee Ss rn ny ee ee eer ee 
RUBIN, IRVIN, New York City 


SACO-MOC SHOE CORP., Portland, Me 

SANDLER, A., INC., Boston, Mass 

SCHNEIDER SHOE CO., St. Louis, Mo 

SHOE RETAILING BUREAU OF AMERICA, St. Louis, Mo. 


TWEEDIE FOOTWEAR CORP., Jefferson City, Mo............. 


UNITED LAST COMPANY, Brockton, Mass. 
UNITED SHOE MACHINERY CORP., Boston, Mass. 


VAMOS, ALFRED, New York City 
VITALITY SHOE COMPANY, St. Louis, Mo 


WEIL, M. K., SHOE CO., St. Louis, Mo 
WINTHROP SHOE COMPANY, St, Lowis, Mo: 
WREN'S SHOE POLISHES 


Boot and Shoe Recorder 
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sponsored by the NEW ENGLAND SHOE 


What will be 
the best Selling Styles for Spring? 


What about Prices? How about Deliveries? 


These questions, vital to every shoe buyer, will be answered definitely for the first 
time at the Boston Shoe Fair. More than 300 lines will be on display. Timed 


just right to help you make plans for a profitable Spring business. Write for 


sleeping room reservations to 


NEW ENGLAND SHOE and LEATHER ASSOCIATION 


210 LINCOLN STREET * BOSTON, MASSACHUSETTS 








STRIDE RIT! 
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